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No matter how experienced or inexperienced an operator may be, 
fuel oil deliveries can be greatly facilitated by Brodie Automatic 
quantity control. ‘With the Brodimatic Quantrol, all any operator 
has to do, is simply set the meter for the predetermined number 
of gallons to be delivered. When this exact amount is reached the 
meter automatically shuts-off, preventing overfilling, spillage and 
waste of time, effort and products. At no time is there any chance 
for questions or doubts to cause disputes or adjustments with valued 
customers. To remove the unknown human equation from delivery 
operations, Write today for full details on Brodimatic Quantrols. 
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RALPH N. BRODIE CO., INC. ‘a * Division Offices: CHRYSLER BLDG., NEW YORK CITY 
59 E. VAN BUREN, CHICAGO 5 + 302 SOUTH PEARL ST., 
953 61ST STREET, OAKLAND 8&8, CALIFORNIA DALLAS 1, TEXAS « 164 JACKSON, SEATTLE 4, WASH. 


2101 §. SAN PEDRO, LOS ANGELES 11, CALIFORNIA 
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|Aames in the News C O N T E N T S 











SUBJECT PAGE AUTHOR 
Oscar C. Schmitt was elected presi- 
dent of the Emerson Electric Mfg. piv Reconversion Pause; Then New Peaks 37 HENRY D. CRANE 
St. Louis, on July 13. 
: SULLIVAN @ 
He succeeds W. Tomorrow’s Fuel in Today's Burners 39 abe 
Stuart Symington, GLENDENNING 
who was appointed New Steel Boiler Code 42 
by President Tru- Postwar is Here 43 w.A. MATHESON 
man and confirmed 
by the Senate as Fueloil Delivery Problems 44 J. F. WINCHESTER 
chairman of the Sur- Consumers Talk About Fuels; Part II 47 ROBERT GRAY 
plus Property Board. 
Starting in a minor Low Cost Hot Water 51 J. w.scHULZ 
capacity in the ad- er ; 
vertising department of Emerson in 1910, Oil in the Troubled Pacific 56 
Schmitt has successively held almost every 
nt MENTS 
major post in advertising, sales promo- News DEPART N 
tion, sales and executive management in | Cast Iron Radiator Prices Up 50 
= eee ! 5 Names in the News 
Charles R. Mougey has been promoted ; ‘ ‘ 
. x Heating Show, Philadelphia, Jan. 26-30 50 


to the post of adver- 
tising manager of the 
Airtemp Div., 
Chrysler Corp., 
Dayton, Ohio. Act- 
ing as assistant ad- 


8 Editorial Leaks 


All Gas Restrictions Off 99 
10 Oilheating Trends 


Triangle and Arrow Merge 99 





vertising manager M f : ’ 

since October 1944, 66 yu eva 

he has been a direc- h ; CUIVIRES 

ee ofthe Rea WPB Charts Industry Reconversion 102 

Advertising Club and a member of its 78 New Products 

war advertising council. Before that time ' . ; 

he served ten years with the Ohio Fuel Expect Vast Credit Expansion 100 

Gas Co. 86 Readers’ Forum 
Walter Hochuli, Director of Market- Jersey Standard Expands Research 104 

ing and Distribution for PAW since 

April 1943, left PAW September 1 to re- COPYRIGHT 1945, HEATING PUBLISHERS, INC. ALL RIGHTS RESERVED, NO 


° ION. 
turn to the Texas Company in a new ca- PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSIO 


pacity as general sales manager, to be 





stationed at the company’s head office, VOLUME 4, NUMBER 5 OF FUELOIL & OIL HEAT. PUBLISHED MONTHLY MEMBER 
New York. Hochuli served on a number BY HEATING PUBLISHERS, INC., 232 MADISON AVE., NEW YORK, (16), N. Y., 

5 BY CONTRACT WITH FOWLER-BECKER PUBLISHING COMPANY. OWNER OF ECA 
of important committees in Washington FUELOIL JOURNAL (VOL. XXIV, NO. 3), AND HEATING JOURNALS, INC., 


OWNER OF AIRCONDITIONING & OIL HEAT (VOL. XVIII, NO. 9), SEPT., 45. 





dealing with wartime petroleum activi- aoe 
ties. He was chairman of the Domestic } HEATING PUBLISHERS, INC., 232 Madison Ave., New York, 16 “oa 
Operating Committee at PAW, chair- LEOD D. BECKER, Chairman, Board of Directors pee 
7 anadian: 
man of the Petroleum Requirements A. E, COBURN ROBERT GRAY A. G. WINKLER $4.35 
Committee and represented PAW on the Editor Business Manager Advertising Manager 
Petroleum Rationing C — single copy: 
— a gehen aREAETES. Pacific Coast Representative: Don Harway this issue . 
(Continued on page 62) 816 West 5th St., Los Angeles 13, Cal. Phone: Mutual 8512 35¢ 
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The FIRST POSTWAR Bargain! 
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SID HARVEY’S offers a Top Quality 
SELF CLEANING PERMANENT FILTER 


at nearly half price. 


Send for complete catalog of bargains and replace- 


You’ve heard of the CUNO DS filter—the same as 
used by many leading oil burner manufacturers as 
stgndard equipment! Well SID HARVEY has just 
purchased a good supply at a price that means real 
profits to you! The CUNO is a permanent filter 
with no cartridges to change, no stopping of burner 
to clean. It effectively removes lint and gummy ma- 
terials as well as solids. It has a filtering equivalent 
to 170 screen mesh and is ideal for small installa- 
tions. Also suitable for gasoline, kerosene, diesel 
oil or water. 


The trouble-free operation of an oil burner does 
more than just make your customer an enthusiastic 
booster—it helps the entire industry fight the com- 
petition from other methods of automatic heat. The 
installation of a filter will do more to eliminate 
trouble at less cost than anything we know. The 
strainer on the fuel unit won’t do the job by itself. 
Install a self-cleaning filter on every job and save 
the bothersome “RUSH—NO HEAT” calls due to 
plugged nozzles and help everybody including your- 
self. 


ment parts (to the trade only). 


The self-cleaning feature of the CUNO is worth a lot 
to you who do contract servicing—a complete turn of 
the handle and the filter is cleaned. No gaskets to 
replace, no bolts or covers to remove. It’s that quick! 
Now you can give your customers the kind of a filter 
that was only used on the most expensive oil burners 
at a price of the cheapest. Lay in a stock now while 
they last. The regular dealer price for the Type 
DS CUNO is $4.62 in single lots. But not at SID 
HARVEY’S. Right now we offer these top grade, 
brand new filters at nearly half price: 


Lots Trade Price 
eer er ee Te Tre $2.50 each 
en lh SPARE L EE Ce Oe 2.35 each 
ee hes on eves maou ves BHM 2.20 each 
PP i ats iecvvaraw ewes 1.95 each 
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HE day when Century Oil Heating Equip- 

ment can again be manufactured and re- 
leased to you is yet in the future, but when it 
comes the Century Engineering Corporation 
will be ready with new improved oil heating 
equipment for your etter profits. 


Today the technical knowledge and skill that 
made Century a leader in the production of 
vital fighting materials. Three million bomb 
fuzes and other ordnance materials have already 
been manufactured. Yet Century is looking 


ahead to the day of reconversion and every skill 
and resource that can be spared is at work now 
on plans for new designs and the use of new 
materials to make Century equipment to- 
morrow’s best selling line. Our planning today 
will make your job easier and more profitable 
tomorrow. Through this magazine we will keep 
you advised of “what’s new” at Century. 


Employees of the Century Engineering Corporation, Ordnance Division, have for the third consecutive 


vear been awarded the coveted ARMY-NAVY “E” award for excellence in war production. 


CENTURY ENGINEERING CORP. 


CEDAR RAPIDS, IOWA 
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BOILER-BURNER UNITS ° 
WATER HEATERS 


WARM AIR FURNACES 
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Noticing an announcement that the 
Twin City Petroleum Club of Minneap- 
olis was holding a meeting to arrange for 
publicity on the job oil has done in the 
war, and knowing that both the Philadel- 
phia and Westchester County, N. Y., as- 
sociations are raising money for coopera- 
tive advertising of oilheating, brings a 
feeling that every local association might 
advantageously put together a modest 
sum to give publicity to the part played 
by oilheating users in winning the war. 

Not long ago an acquaintance was 
showing to friends a letter she had re- 
ceived from her oil company, first. con- 
gratulating her-on having stayed within 
her ration last season and then pointing 
out what her sacrifice of comfort and con- 
venience had meant to the boys at the 
front. She was as proud as if it had been 
a Congressional Medal. 

In the years just before the war, the 
average oilheating consumer was glad that 
the family had this modern living facility. 
He praised it to friends, and this praise 
resulted in numerous people deciding to 
look into the subject, and subsequently 
buy a burner. For three years this praise 
has been definitely absent. People were 
kidded about having to heat with oil, and 
asked over to neighbors houses to get 
warm for an evening. The cumulative re- 
sult of three years silence by oilheated 
families is not good, even though today 
a lot of people are anxious to buy burn- 
ers. Praise of the right sort for people 
who made the sacrifices would give them 
a fresh awareness of their oilburners and 
the pleasure they will have, now that they 
can get all the oil they want. 

A fair sized newspaper advertisement 
in a Sunday edition, perhaps a page, 
could do an immeasurable amount of good 
to the future of oilheating sales in the 
city where it appears. The ad should defi- 
nitely not try to sell burners, nor have 
any selling slant whatever. It should be 
100% praise . . . “Medals to You, Too” 

. and describe what the consumer, in 


8 


sacrificing a share of,-comfort; has con- 
tributed to speeding the close of the war 
and getting the boys home. It should point 
out in detail, as personalized as possible, 
the many things that oil did in the war. 
If you need ammunition on this subject, 
see the article, “Gas Headache,” in the 
February 1945 issue of FUELOIL & OIL 
Heat, or if you can’t locate the issue, 
write the editor for a reprint. 

Get an advertising agency if possible to 
prepare the copy, for style only, for you 
must give them all the ideas on facts. The 
advertisement should be inserted as early 
as possible, while the subject is fresh. 

Needless to’say, emphasize the fact that 
it had to be oil . . . no other fuel could 
have handled such a war. 

If you do not have a local association, 
you might raise the money by calling to 
lunch a group of your competitors. Any 
reasonable expenditure will be well in- 
vested if it results in getting oilburner 
users to again start thinking and talking 
about their heating. 
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Announcement 1n this issue of Jersey 
Standard’s petroleum research expansion, 
including the planned spending of eight 
million dollars for buildings, and the re- 
cent announcement in newspapers that 
General Motors is about to spend twenty 
million on a group of research buildings, 
brings a fresh realization that American 
industry in future will lean more heavily 
on the scientist, the economist. 

Fading are the days when business was 
run by rugged individualists with “horse 
sense” or what they sometimes believed 
was an inherited shrewdness. Today, 
more than ever, important decisions are 
made in conference rooms with charts 
and tables of research figures spread on 
the board, and if the big boss has any 
more authority than his associates he ex- 
ercises it only to the extent of cautioning 
more study before the decision is made. 

Industrial research was greatly ad- 
vanced by the war, although it had grown 
tenfold in the period from 1920 to 1940, 
as the accompanying diagram shows. Ex- 
tending this chart from 1940 to 1950 
would show a much accelerated climb. 

Because such research is costly, it has 
been limited almost entirely to large com- 
panies, and since the work is done pri- 
marily to improve the product and mar- 
ket position of an individual company, 


relatively few of the results are made 
available to competitors. 

What, then, is the future of small firms 
that cannot finance effective research 
work? Government men are proposing 
federally supported research for the bene- 
fit of small business men. Some trade asso- 
ciations are undertaking it for their mem- 
bers, like the job being done at Harvard 
for the Atlantic Coast Conference. 

We can expect greater emphasis on 
marketing research than ever before. We 
have surplus factory capacity and also 
production techniques developed during 
the war to the point that making prod- 
ucts is reduced almost to a push-button 
formula. But if we are to employ the 
millions of displaced men, people in ever 
increasing numbers must buy those prod- 
ucts, which calls for more effective selling, 
with waste motion eliminated. 

Thus, while the large laboratory build. 
ings are for product research, inside the 
main office buildings marketing and sell- 
ing research will go on at equally in 
creased tempo. 

The small business man, to keep abreast 
of large competitors in either product or 
marketing advancement, has four possi- 
bilities, none of which may appeal to him. 
He can hope for and encourage Govern- 
ment research ventures and pray they are 
specific enough to hit his own problems; 
he can urge and support research through 
associations; he can tie up to companies 
large enough to provide him with results 
from their studies; he can arrange with 
some university to do advanced labora- 
tory work for a modest fee. 

But however it all works out, business 
activities in the next five years promise 
to depart from those of prewar years 
along several avenues, with the departures 
originating in research centers, 





INDUSTRIAL RESEARCH EXPENDITURES 


MILLIONS OF DOLLARS 





100 } ~ 











0 
1920 1925 1930 1935 1940 





Industrial research grew tenfold between 1920 and 1940, according 
to the National Research Council. In 1940 industry contributed two 
out of every three dollars spent for scientific research in the 
United States, 
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Good Oil Burners Demand the Best in Ignition Transformers 





YOU CAN TAKE 


There is more to throwing curves 
than holding a ball a certain way— 

And there is more to producing top- 
performance ignition transformers 
than assembling coils, cores, etc. in 
an enclosing case. 

Correct use of enginee::ng— years 
of experience — control o1 quality and 
manufacture in everyday large scale 
production — and the selection of 
the appropriate type and design for 
each particular requirement — are 
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THE SAME GRIP 
BUT CAN YOU PITCH LIKE A COOPER: 


all essential to successful operation. 

The tens of thousands of finest oil 
burners in use—fired by dependable 
Jefferson Ignition Transformers 
prove daily to users and dealers that 
the best transformers available are 
the lowest in cost in the long run. 
JEFFERSON ELECTRIC COM- 
PANY, Bellwood (Suburb of Chi- 
cago), Illinois. In Canada: Canadian 
Jefferson Electric Co. Ltd., 384 Pape 
Avenue, Toronto, Ont. 
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FACTORY SHIPMENTS , in Thousands of 


Domestic Oilburners & Units 
Domestic Stokers —— — 
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1942 1943 1944 1945 


_ Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 85 reporting to 
Census Bureau, FuELom. & Ort Heat's estimates of shipments are: 


JUNE SIX MONTHS : 
Percent Percent 
1945 1944 Change 1945 1944 Change 
Conversion 8,131 3,307 + 145.6 33,030 16,212 +103.6 
Boiler units 896 572 + 56.8 4,420 2,258 + 96.1 
Furnace units 964 207 + 365.8 4,648 1,835 +153.2 
All domestic 9,991 4,086 + 144.3 42,098 20,305 +107.1 
Commercial 2,657 2,701 — 1.6 19,205 16,424 + 16.9 
Total 12,648 6.787 + 86.6 61,303 36,729 + 67.0 
100 x 100 
go1|STocKs OF Domestic OILBURNERS AND UNITS 
(in Thousands) End of Month Shown 90 
60 Factory Stocks ——— 80 
Dealer Stocks ----— 
70 70 
60 60 
50 50 
40 
30 30 
20 20 
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1942 1943 1944 1945 
July Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $350 $195 $800 ae $650 $380 
Lowest vA he} 165 425 400 210 
July Aver. 270 178 535 484 318 
June Aver. 268 179 507 486 j 


*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more, for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
July 111.8 Six monthsago 116.7 July 114.7 Six monthsago 113.5 
June 112.2 Yearago 114.5 June 114.1 Yearago 113.1 








300 
275 INDEX OF BURNER PERMITS in 43 Cities ——— 275 
res (Average of 1936-7-8= 100) 


INDEX OF NEW HOME PERMITS in 35Cities--—— << 
(Average of 1936-7-8 = 100) os 


175 Both indexes adjusted for seasonal variation 
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Oilheating Trends 


INSTALLATIONS OF DOMESTIC oilburners 
and units in July are estimated at 5,244, 
up 18.3% from the same month the pre- 
vious year when 4,434 were installed. 
This is the smallest percentage increase in 
several months, with sales held back by 
lack of stocks. Total installations for the 
first seven months of the year were ap- 
proximately 35,709, against 21,723 in 
1944, a 64% rise. July sales of reporting 
dealers were divided: 75% conversion 
burners; 14% boiler-burner units; 11% 
furnace-burner units. 


BURNER STOCKS: Dealer stocks of domes- 
tic burners and units at the end of July 
were about 5,600. Factory stocks at the 
end of June, the latest available data, 
were 5,202. Combined dealer and factory 
stocks of less than 11,000 represent an all- 
time low point in the industry’s history 
since earliest days. Factory unshipped or- 
ders at the end of June were 56,325, or 
considerably more than were shipped in 
the first half of the year. 


SERVICE INCOME: The average reporting 
dealer had service department income in 
July of $2,292, up 9.1% from $2,101 re- 
ported by the identical dealers a year ago. 
This slight rise is reflected in the reports 
on summer service campaigns. Among 
those reporting, 39% say they have more 
summer clean-up and tune-up orders than 
last season, 10% report less and 51% 
about the same number. Analysis of the 
percentage of change reported, up or 
down, indicates that the industry has 
about 4% more summer service orders 
this season than last. Annual service con- 
tracts were sold this season by 42% of 
dealers heard from. 

SUMMER FILL-UPS: Fueloil distributors 
report that, on the average, 41% of cus’ 
tomers had received a tank fill-up to the 
average date of reporting, or about Av 
gust 6. This compares with 35'% last sum- 
mer and 39% in 1943 on the same date 
and shows that the wide publicity given 
the subject by OPA radio broadcasts and 
the special industry committee set up for 
the purpose was effective. In spite of seri’ 
ous delays in coupon issuance at New 
York, Boston and a few other spots, the 
delivery record is better than last year. 
Asked how they promoted early fill-ups, 
52% used letters to customers, 36% did 
newspaper or other type of advertising, 
52% used telephone canvass or follow 
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ups and 28% followed up with personal 
calls. Almost all of those reporting used 
one or more of these methods, some used 
all four. 

OIL CONTRACTS: Last April fueloil dis- 
tributors were asked if they planned to 


ask for fueloil contracts this season. This 


month they were asked if they actually 
took contracts. Those who planned to take 
them numbered a few more than those 
who finally went after them. The percent 
of total reporting fueloil firms who ac- 
tually took contracts were: New England 
13% Middle Atlantic 18%; Midwest 
67%; Pacific Northwest none. 


LOCAL OIL STOCKS: On August 1, local 
fueloil distributors in the East had dis- 
tillate bulk storage 69% filled, compared 
with 50% filled as reported by the same 
group June first, demonstrating that the 
Government and industry campaign was 
having real effect. Those reporting from 
the Midwest showed an even greater up- 
swing, from 37% on June first to 86% 
filled on August first. Now that the war 
has ended, those figures are useful only 
in that they forecast relatively light de- 
mands on primary suppliers for heating 
oil until heating starts. 


COMPETITIVE FUEL ACTIviTy: After a 
year’s battling against the gas industry 


being allowed to make unlimited installa- 


tions for heating, Oil Heat Institute in 
July got a promise from the Director of 
the Office of War Utilities to put a stop 
to advertising and other promotional ef- 
forts of the utilities. The war’s end nat- 
urally relieves him of that promise. But, 
even now, it is important to recognize that 
both the gas and stoker industries are 
pretty well launched on campaigns of ad- 
vertising and sales canvassing. Asked to 
report on July activities of competitive 
fuel industries, 30% of Eastern dealers 
say that gas companies advertised heating 
during the month and 37% say that gas 
salesmen were canvassing. Also in the 
East, 45% of dealers report stoker ad- 
vertising and 38% report stoker canvass- 
ing. In the Midwest, only 18% of dealers 
report July advertising by gas utilities and 
36% report canvassing by gas salesmen. 
On stokers, 83% saw July advertising and 
69% know of stoker salesmen canvassing. 

Oilburner orders will be so easy to get 
temporarily that little sales effort or sales 
promotion will appear to be needed .. . 
yet there never was a time when it was 
safe to let down on hard selling and pro- 


Oilburner* and Building Permits 


—————OILBURNERS—————_- DWELLINGS 
July 7 MONTHS uly 7 MONTHS 
1945 1944 1945 1944 1945 1944 1945 1944 
Baltimore, Maryland 1 “e ce i 
Binghamton, New York 2 0 13 1 
Bloomfield, N. J. 6 ar ss i 

ee ye be as Boston, Massachusetts 1 0 : 0 

24 15 104 56 Bridgeport, Conn. ie a4 : “a 

3 i a = Buffalo, New York 10 0 Me. 

7 es Se Des Moines, Iowa 10 6 21 8 
5 24 ge 130 Detroit, Michigan 214 168 és ee 
6 1 27 10 Elizabeth, N. J. 1 0 = 
2 2 29 31 Freeport, New York ae ea ea ar 

a Ae c ae Greenwich, Conn. 5 0 6 1 

Ae ae a ao Hackensack, N. J. 16 0 60 0 

89 3 157 39 Hartford, Conn. ee i =% a 
1 0 20 1 Irvington, N. J. 2 0 2 4 
1 2 oe 17 Milwaukee, Wisc. 121 10 a 108 
9 15 93 93 Minneapolis, Minn. 72 0 320 3 
5 1 18 17 Montclair, N. J. iY “a “a ne 

fe ri aE Pe Morristown, N. J. 0 0 1 0 
4 6 Rs 37 Mt. Vernon, New York ou Sa «8 
9 6 166 84 New Bedford, Mass. : 

4 0 24 5 New Haven, Conn. : 
0 0 0 2 New Orleans, La. a 
0 71 oe New Rochelle, N. Y. 0 0 0 1 

88 130 ae 563 Manhattan, Bronx, Rchd a Ae re 
4 2 ae 12 Norfolk, Virginia 7 2 6 
0 0 2 1 Oakland, Calif. me we ‘“ a 

13 14 59 75 Omaha, Nebraska 28 9 153 276 
1 0 9 0 Orange, New Jersey 0 0 0 0 
1 2 43 12 Paterson, N. J. 0 1 ye 1 

4a e3 a ae Plainfield, N: J. 0 0 5 7 
5 1 45 12 « Portland, Maine 0 1 ee 1 

43 21 257 80 Portland, Oregon 59 16 293 392 
6 6 54 ey Providence, R. I. 2 0 6 0 

Ae Ae se Reading, Penna. 3 0 10 0 
1 0 5 0 Richmond, Virginia 44 0 366 189 
0 0 8 0 Rochester, N. Y. od 7 Pe a3 
2 3 26 19 Rockville Center, N. Y. 0 0 0 0 
0 0 14 0 Salem, Massachusetts 0 0 0 0 
4 4 56 37 St. Louis, Missouri 0 0 0 0 

11 13 72 41 St. Paul, Minnesota 35 0 ate 1 
2 0 5 11 Schenectady, N. Y. “3 én ic YY 

af = : a Seattle, Washington 135 3 840 737 

af = a Springfield, Mass. 50 1 66 il 
5 1 32 Stamford, Conn. ee ““ a 

5 Syracuse, New York 20 0 75 21 
Trenton, New Jersey 0 1 3 7 

ae Se oy na Utica, New York 0 1 3 1 
8 26 135 87 Washington, D. C. te os 

xs - Py - West Orange, N. J. 1 0 3 0 
6 8 43 27 White Plains, N. Y. 1 0 1 0 
6 3 18 12 Wilmington, Delaware 0 0 0 8 

20 7 116 85 Worcester, Mass. ae 
0 2 ae 48 Yonkers, New York ah “a a a 

385 318 1546 826 Totals 845 219 2247 1667 
+87.1 Percent Change +284.4 + 34.7 


+21.1 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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motion, for the results often come long 
after, and the day is coming when we will 
need the benefit of past promotion. 
DEALER COMMENTS: Typical comments 
on questions of the month were: (recall 
that these were sent in before the war 
ended) .-. . “Unless we can get replace- 
ment burners some place soon, many of 
our oldest customers will convert to gas, 
as their present equipment is virtually 
unusable” . . . “We serve oil to both the 
president and vice-president of our local 
gas company”... “If war breaks, we ex- 
pect a great deal of new business” . 
“After 21 years in the oilburner busi- 
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ness, I never thought it would ever reach 
its present stage; we have so many in- 
quiries for new equipment that I have to 
ignore some of them, as I have too much 
work already on hand”. . . “Our regular 
burner supplier still unable to ship us 
any” ... “Gas companies are soliciting 
very actively around our area.” 

STOKERS: June shipments of Classes 1 
and 2 stokers (domestic and small com- 
mercial sizes) were: bituminous 8,557; 
anthracite 420; total 8,977. In the same 
month a year ago they were: bituminous 
2,578; anthracite 245; total 2,823. This 
June showed a 217% rise over last. 
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|Reconversion Pause, Then New Peaks 





Victory Won, Industry Freed, Dealers Plead for Burners Fast 


by 
Henry D. Crane 


Win ALL OPERATING restrictions re- 
moved, or about to be, except price con- 
trol, the oilheating industry, like many 
others, encounters an unprecedented de- 
mand for its products, with little to offer. 
The Japs folded so unexpectedly that our 


| eindustry, pushing and straining every 











muscle to get a hard job done, fell flat on 


its face. And so, it might be added, did 


Washington. 

On the hectic Wednesday after the 
enemy accepted our surrender demands 
Government men realized that they were 
not quite ready with reconversion plans. 
Some columnists and commentators have 
taken the view that nothing was ready, 
which is far from true, for much had 
been done, but the plans weren’t quite 
ripe. President Truman and his cabinet, 
realizing this on Wednesday morning, 


met hastily and decided that some im-. 


mediate action was called for to dispel 
public uncertainties over lack of pre- 
paredness. What controls could be taken 
off at once? 

At a meeting of cabinet members, heads 
of principal war agencies and Army- 
Navy bigwigs it was concluded by eleven 
o'clock that gasoline and fueloil rationing, 
also blue point food rationing, could be 
revoked at once. 

Bowles of OPA was given the nod to 
make the public announcement. OPA, 
tather than PAW, got the break in mak- 
ing the public feel good about the petro- 
leum release principally because OPA 
will be with us much longer than PAW 


| and it was believed that OPA needed a 


) build-up in public approval. Understand- 
ably, PAW was unhappy about it. 

In the days immediately before the final 

Jap acceptance there had been consider- 

, able discussion in New York oil circles 

over how best to get out of rationing. 
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While two large companies believed it 
could be done at once, the consensus was 
that we should move a little slowly and 
not actually stop ration controls until 
other restrictions, such as PAW’s Direc- 
tive 59, which allocates supply to all 
companies, could be taken off. Several felt 
that smaller companies, limited in supply 
by their allocations, might worry over big 
companies, the original suppliers, getting 
the jump on them in pushing for sales ex- 
pansion. But whatever the merits, ration- 
ing came off at once and no one is going 
to do much complaining, because of the 
universal relief that it’s over. 

During the whole week following the 
Jap surrender, Washington was in a fever 
of activity to “take it off.” Orders that 
had taken months, sometimes years, to 
bring to their present state of adequacy, 
were revoked by the dozens, the only de- 
lay being inability to find enough type- 
writers to write the draft of the revoca- 
tions. 


Oilheating Released Early 


Oilheating fared well. After rationing 
stopped, word went out that the industry 
could completely forget it . . . let bygones 
be bygones. Suspension orders and injunc- 
tions, pending or in force, were dropped. 
Only criminal actions already started 
would be concluded. Coupons and all 
records could be destroyed, so far as OPA 
was concerned, but the agency cautioned 
that dealers think a minute before de- 
stroying book records, just in case some 
other Government agency might need 
them—such as the Treasury Department. 

The next question was—when could 
we sell burners to new users? Both WPB 
and PAW had stoppers on that one, so 
a friendly race started to see who could 
remove them first. WPB won, by getting 
its L-349 revoked on August 20. PAW’s 
PDO-13 followed by three days. So any- 
one can now have a burner . . . if he can 


find it. 


WPB also took off, among its many, 
L-79, which controlled the distribution of 
heating products generally. 


OPA’s Oil Price Division was not in- 
active during the week. The Revenue 
Price Increase, under which Eastern fuel- 
oil users had been paying for part of the 
excess cost of overland transportation, 
had been killed by Friday night, the 17th, 
but announcement could not be made un- 
til Monday, the 20th, because the Office 
of War Information does not work 
Saturdays and the story couldn’t get out 
to the press. 


3/10c Remains Until Oct. 31 


The effective date for this price reduc- 
tion was September 1. On and after that 
date, the price dropped 1.5¢ a gallon in 
most Eastern areas due to removal of the 
RPI’s. Another 3/10¢ which had been 
added to defray the cost of rationing 
comes off October 31. The retail price of 
No. 2 heating oil at New York, which 
was 9¢, then becomes 7.2¢. 


In a few Eastern states the Revenue 
Price Increase had been less than 1.5¢, so 
the reduction was correspondingly less. 
It was only one cent in Florida, Georgia, 
Western New York, Western Pennsyl- 
vania and parts of West Virginia. It was 
1.2¢ in North and South Carolina. 


In the Midwest and other parts of the 
rationed area the price drop will be only 
the 3/10¢ added for rationing, also effec- 
tive October 31. Where the Midwest had 
spelled-out specific prices, these included 
the extra amount for rationing and this 
will be removed, not at once but gradual- 
ly as time permits making the new spell- 
outs. 


Eastern kerosene and range oil prices 
also drop, in most states 1.8¢ plus the 
.3¢ put on for rationing. 

Dealers will not lose anything on bulk 
stocks due to taking off the Revenue Price 
Increases. They will certify to their sup- 






pliers their stocks as of midnight August 
31 and will be refunded the RPI shrink- 
age through an arrangement with RFC. 
This does not apply to the 3/10¢ for ra- 
tioning, which they will simply lose as a 
decrease in margin, now that rationing 
costs are ended. 

For fueloil distributors, the only re- 
maining wartime headache of any conse- 
quence is PAW'’s Directive 59, affecting 
only District I. This cannot come off un- 
til PAW is reasonably sure that every 
local dealer has had time to make satis- 
factory supply arrangements, since for 
three years he has been operating on as- 
signments in one way or another, in many 
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cases drawing on bulk storage that he did 
not use before the war and does not plan 
to in future. Latest estimate is that this 
regulation can come off by September 
30th, but the agency won’t move on this 
until it’s fairly certain that there won't 
be orphans. 


Dealers throughout the country report 
a rush to buy burners, with few of them 
around. So the one big question is when 
can factories get them rolling in volume. 
It is probably too early to make an in- 
telligent guess. The picture today is 
gloomy, but with most war contracts can- 
celled, there’s a good possibility that burn- 
ers will be shipping earlier than today 
seems possible. If these factories through- 
out the war prided themselves on doing 
the impossible every day, ‘it’s a fair bet 
that they'll apply some of that zeal to the 
present industry emergency. 


The real bottlenecks recognized, out- 
side of the time lag in moving out the 
wartime machines, seem to be castings, 
motors, transformers and pumps. Foun- 
dries, by and large, did not have a great 
deal of war work. They lost their mold- 
ers. Now those men don’t particularly 
want to come back to such hard work at 
relatively low pay after three years in a 
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chrome-plated aircraft plant. If foundry 
pay scales must go up, so must the price 
of castings, and that takes a little time for 
OPA approval. The tight foundry picture 
also retards making motors with cast 
shells. 


Time Schedule on Parts 


Wires and phone calls to several manu- 
facturers of these critical burner parts 
seem to indicate a two or three months 
time lag before burners will be generally 
available, even in modest volume. Fac- 
tories shipped in the first half of this year 
about 50,000 burners. If they ship in the 
second half 100,000 a miracle will have 
been performed. By the start of next year 
we should be up to 30,000 a month or 
better. 


All factories questioned about deliver- 
ies of motors, transformers and pumps in- 
dicate clearly that they will take care of 
old customers first. The first motor manu- 
facturer checked says 90 days will be re- 
quired to start shipping in any important 
volume. Another is now taking care of 
old customers who have AA3 orders on 
file, to the extent of 70% of commit- 
ments, but will not take new customers 
for at least a year. Still another is taking 
care of AA3 orders now and also unrated 
orders if they came in before the war 
stopped, both at full volume, but will not 
take a new customer for eight months. 
The last two motor manufacturers ques- 
tioned, and both large ones, are making 
no specific delivery promises until they 
get reconverted, but do say that they 
won't handle new customers before the 
end of 1946. 


Among the three leading transformer 
manufacturers, one can ship in good vol- 
ume in about 60 days, the second will be 
able to “improve delivery materially” 
within 30 to 60 days, and the third prom- 
ises to satisfy the anticipated growth of 
burner demand, but in serving old cus- 
tomers first. 


Three of the leading pump manufac- 
turers were heard from. One can handle 
promptly all orders offered; another re- 
ports the situation improving as recon- 
version is speeded in the plant, but prefers 
not to guess at the date when output can 
reach substantial volume, and the third 
expects to reach prewar volume within 90 
days. 

Oilburner manufacturers are in some- 
thing of a dilemma over prices. That is 
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‘ burners. Such items are those substantial- 


not true of all of them. One or two have 
indicated that their 1942 prices are ade- | 
quate in view of the increased volume 
they expect. But in general, labor costs 
are sharply up, materials up moderately 
and it is not reasonable to believe that 
many manufacturers can find profits un- 
til OPA allows an individual or a blanket 
price increase. Any increase cannot be 
large, perhaps as much as 10% to 12%, 
but OPA must have the necessary data to 
substantiate the need before it can take 
any action. 

Last fall an industry advisory council 
was set up to work with OPA. It sent out 
voluminous questionnaires to manufac: 
turers. Few of them came back filled in. 
The general attitude of manufacturers at 
that time was that the questionnaire was 
much too complex, would take endless 
time to fill out properly, and even if they 
got a price rise at that time it would 
mean little because they were producing 
so few burners that they would lose 
money on them at any price. The intent 
was to wait until we came nearer the day 
of getting back to normal production, 
then see how things stacked up. At the 
OHI meeting in Chicago in May the 
whole burner price project was tabled for 
the time being. 


OPA Wants Price Settled 


OPA is now very anxious to get price 
questions settled on what they call “re- 
conversion” items, and this includes oil- 


ly out of production during the war and 
that can be quickly revived to provide 
employment for men leaving war plants. 
As a policy decision of August 13, the 
agency announced a temporary formula 
for raising oilburner prices, but the in- 
dustry through lack of data is not in very 
good shape to take advantage of it. 

The formula stipulates that 1941 shall 
be the base year for determining costs. A 
manufacturer determines his cost on each 
burner for that year, including material, 
labor and full overhead. He then adjusts 
this 1941 cost upward by adding any 
legally authorized increase in labor costs, 
plus any increase in material costs author’ 
ized within price ceilings of parts manu’ 
facturers. This gives him an “adjusted 
1941 cost.” To this he can add a profit 
equal to one-half of the average oilburner 
industry profit during the years 1936 
1939, inc. 

(Continued on page 98) 
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Tomorrow’s Fuel in Today’s Burners 
With Heavier Distillates Ahead, Burners Can Be Adapted 


by 
W. A. Sullivan* 
and 
E. B. Glendenning* 


/e AN ARTICLE in the May, 1945, issue 
of Fuztom & Om Heat, entitled “To- 
morrow’s Fueloil” the authors discussed 
in some detail characteristic properties of 
fueloil distillates produced by catalytic 
cracking, and the probable effect that the 
increasing use of such components would 
have on the future quality of home heat- 
ing oils. It was pointed out that the work 
which has been conducted by Shell Oil 
Company’s burner laboratory in con- 
nection with the evaluation of the per- 
formance characteristics of catalytic fuels 
had not been confined merely to finding 
out how these new fuels behave in dif- 
ferent types of burners, but a rather ex- 
tensive study had also been made to de- 
termine means by which existing burners 
designed primarily for utilization of fuels 
of prewar quality, as well as burners of 
the future can be adapted or designed to 
handle satisfactorily fuels containing up 
to 100% cracked components. 


From this phase of our investigation 
there have emerged some very interesting 
and reassuring facts. First of all, we are 
firmly convinced that although catalytic 
fuels in general are apt to have a more 
pronounced tendency to smoke and car- 
bonize under adverse burning conditions 
than prewar fuels of comparable boiling 
range, under favorable conditions excel- 
lent performance can be obtained on the 
fuels that will be available in the future. 
It also appears that by relatively simple 
modifications or adjustments in the ma- 
jority of existing burner installations 
catalytic fuels can be handled without 
difficulty. Thus, the apprehension ex- 
pressed in some quarters that today’s 
burners would be rendered obsolete by 
widespread distribution of catalytic fuels 
after the war appears to be groundless. 


-—_— 


*Shell Oil Co., Inc., New York. 


In general, our tests indicate that the 
degree of success with which catalytic 
fuels can be burned is entirely a matter 
of how thoroughly the oil is mixed with 
air before combustion begins or in the 
early stages of the combustion process. 
If the burner is designed to accomplish the 
intimate mixing required, then cracked 
fuels show no greater tendency to smoke 
than straight run fuels. 


In Vertical Rotaries 


This was quite clearly demonstrated in 
performance tests which were conducted 
on vertical rotary wall-flame burners. 
Most burners of this type are equipped 
with especially designed grilles which are 
normally placed around the top of the 
flame rim, and serve to stabilize the flame 
and maintain the desired temperature at 
the point on the rim where the oil strikes. 
With the grills located at the normal 
elevation above the flame rim, it was im- 
possible to burn a 100% catalytically 


TABLE 1 


Properties of Fuels Used In 
Performance Tests On 
Various Types of Oil Burners 


FUEL SAMPLE Catalytic A Blend B 


Composition: 
Cat. Cracked Distil- 

ts We ecannnes 100 25 
Straight Run Distil- 

Se oie niden — 75 

PROPERTIES: 
Gravity, °API .... 28.5 37.9 
Flash Point, P.M., 

COR rea te awe 194 147 
Color NEA: ¢.a<2 y: i 
Sulfur, % W ..... 0.70 0.18 
B.S.8@W.%V.. None None 
Carbon Residue on 

10% Btms., % W 0.10 0.06 
Aisle FEW ees Trace — 
Viscosity, S. U. @ 

POO"E.. sec. wax. 34.5 — 
Copper Strip Cor- 

rosion @ 212°F. Neg. Neg. 
An line Cloud Point, 

PRE Statice ds 111 138 
Diesel Index No. 34.5 52 
Heating Value, 

oe 143,800 135,960 

ASTM DISTILLATION: 
Initial Boiling Point, 

_ ese 422 351 
10% recovered @ . 469 400 
50% recovered @ . 499 463 
90% recovered @ . 550 541 
Final Boiling Point . 636 588 
Recovery, % ..... 99 99 
Residue, % ...... 1 1 
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cracked fuel in the burners under test 
without producing excessive smoke and 
forming a heavy carbon build-up on heat- 
ing surfaces at the base of boiler. How- 
ever, by simply raising the grills about 
two inches above their normal setting, 
thereby affording a slightly longer time 
for mixing of the air and oil to take place, 
it was possible to burn the catalytic fuel 


TABLE 2 


Effect of Changing Grill Position On 
Performance of Wall-Flame Burner 


Using Catalytic Fuel Oil 


Grill Position .... Normal Raised 2” 
Fuel Burned ..... Catalytic A Catalytic A 
Duration of Test, 

DOS cecccdiess 21 en 
Burn:ng Rate, gph. 0.60 0.60 
Stack Draft, in. 

WaleG COR «case 0.03 0.03 
Stack Temperature 

Start of Test, °F. 460 470 

End of Test, °F. 515 470 
COz in Flue Gases, 

Ce, dt cictae aaea 12.0 12.3 
Flame Appearance Orange Blue base 

base with with Yel- 
Smoky Tips low Tips 
Smoke Rating 

(Shell Test) ... 4 (Heavy) 'Y (Trace) 
Condition of Com- 

bustion Chamber 

and Grills at end 

of test run ..... * Clean 
Wt. of Residual 

Carbon on Flame 

Bao wee aia ee None None 
Total Amount of 

Oil Burned, gals. 300 300 





*Heavy Carbon Deposits %4 to 1% in. 
thick on grills. Space between flame rim and 
combustion chamber wall completely filled with 
hard carbon. Grills stuck. Heating surfaces 
coated with soot. 


in question without smoke and without 
loss in combustion efficiency. The im- 
proved air-fuel mixture thus obtained also 
completely eliminated carbonization of 
the combustion chamber side walls and 
grills. 

Test data recorded before and after the 
above changes were made are given in 
Table 2. The properties of the “Catalytic 
A” fuel used in these tests are given in 
Table 1. 

The increase in stack temperature 
which resulted during the run with the 
grills in their normal position reflects the 
drop in thermal efficiency due to the ac- 
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cumulation of soot.on the heating sur- 
faces. In contrast, the stack temperature 
remained constant during the run with 


the grills raised. The improved appear- . 


ance of the flame during the latter run is 
also indicative of the better air-fuel mix- 
ture, the fan setting, draft, etc. being the 
same in each case. 

In further tests on vertical rotary 
burners, it was found that improvement 
in performance on the catalytic fuels 
could also be obtained by use of a larger 
diameter fan than that normally em- 
ployed with the prewar fuels. This in- 
creased the air velocity which gave 
greater turbulence and more intimate 
mixing of the air with the oil vapors. In 
using the larger diameter fan, the char- 
acter of the flame was different:from the 
normal fire in that it was predominantly 
short and yellow, though clean, in appear- 
ance as opposed to the typical wall-flame 
fire of blue base and yellow tips. 

The effect of fan diameter on the ten- 
dency of the flame to smoke is shown in 
Table 3. 


TABLE 3 


Effect of Fan Diameter On Smoke 
Produced by Wall Flame Burner 
When Burning Catalytic Fuel 


Conditions of Test: 


Burning Rate, g.p.h. .. 2.85 

Os in Flue Gases, % 13.0 
Stack Draft, in. water . 0.06 
Stack Temp., °F. ..+. 685 


ES OE ee Arco No. $2805 
Diameter of Hearth, In. 28 
eres Catalytic A 


Diameter of Fan Shell Smoke Meter 


Inches Rating 
6-7/16 7+ (Very Smoky) 
6-7/8 4, 

7-3/8 i 

8 2 

8-1/4 2 (Passable) 
8-1/2 yy 

9 1 

9-1/4 \4 (Trace) 


me + se 66's © S'S 9 eo 6 © + 0 Oo +O DDO eS 6 OD 6.06 


Since it is unlikely that all wall-flame 
burner installations would respond in the 
same way to the same treatment, chang- 
ing the fan or raising grills should not be 
considered in the light of blanket recom- 
mendations as means of overcoming all 
smoking difficulties in the field, but rather 
as suggestions as to what the possibilities 
are in this direction. The burner manu- 
facturer or service man who is familiar 
with the behavior of his burner under all 
kinds of operating conditions could, no 
doubt, suggest equally effective and pos- 
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Figure |. 


sibly more practical means of attaining 
satisfactory operation in individual cases. 


Better Mixing in Gun-Type 

Better mixing also appeared to be the 
answer to burning catalytic fuels satis- 
factorily in gun-type burners. In general, 
it was found that the tendency of cracked 
fuels to smoke in the conventional gun- 
type burner could be largely overcome by 
supplying a greater volume of air for a 
given oil rate, thus increasing the velocity 
of the air which improves the mixing of 
the air with the oil. However, when you 
do this you increase the excess air sup- 
plied for combustion, drop the percent- 
age of COs in the flue gases, and thus 
sacrifice high combustion efficiency and 
maximum fuel economy for clean com- 
bustion. In an effort to avoid this loss in 
efficiency and, at the same time, maintain 
the desired flame cleanliness, a special 
combustion head was designed to provide 
more intimate mixing and closer control 
of the volume and direction of the air 
than that normally obtained with the con- 
ventional spiral-vaned air deflector or tur- 
bulator now used in most gun-type burn- 
ers. Fig. 1 is a photograph of the special- 
ly designed burner head assembly! re 
moved from the burner, and Fig. 2 is a 
view of the end of the blower tube, show- 
ing the combustion head installed. 

The device consists of a special ar- 
rangement of adjustable air cones, ports, 
and vanes whereby it is possible to ob- 
tain positive and accurate air control, as 
to volume, turbulence, and direction, 
over a wide range of operating conditions. 
A special mechanism is provided for mak- 
ing all necessary adjustments by means of 
dialed control knobs located outside the 
burner housing. The operating mechan- 
ism was constructed so as to permit its 





1 Patent Pending. 





Special burner head assembly. 


application to most pressure atomizing 
gun-type burners now on the market.? 


This device lended itself admirably to 
demonstrating the possibilities of better 
air-fuel mixing in burning prewar fuels 
as well as the more highly aromatic fuels 
that are most likely to be available from 
now on. In Table 4 test results obtained 
with two different makes of gun-type 
burners using standard equipment are 
given in comparison with the results ob- 
tained using the specially designed mix- 
ing head. In each case the burner was ad- 
justed to give the maximum COg reading 
obtainable under the test conditions with- 
out producing a visibly smoky flame, al- 





2 Further information can be obtained from 
Shell Development Company, 50 W. 450th 
Street, New York 20, N. Y. 





Assembly in blower tube. 


Figure 2. 
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though the smoke ratings actually were 
different in each case as indicated by the 
more accurate smoke meter readings. 


Improves Flame Stability 


From these results it may be seen that 
a remarkable improvement in burner per- 
formance resulted from the use of the 
special air-fuel mixing head in both burn- 
ers, not only from the standpoint of in- 
creased combustion efficiency, as indi- 
cated by the increase in the COz recorded, 
but also as to the flame stability. It is of 
interest to note that in the case of Burner 
B, the flame pulsations in the oil burning 
boiler were completely eliminated by sub- 
stituting the special head for the regular 
air cone. This was probably due to 
smoother flow of air obtained, and the 
fact that it was possible, by better air con- 
trol, to hold the flame at a fixed distance 
away from the atomizing nozzle. 

While such advancements in burner 
design will be more applicable to the new 
burners which, now that the war is over, 
will soon be making their appearance on 
the market, there are numerous other 
ways by which the performance of gun- 
type burners already in use can be im- 
proved. In particular, it was found that 
tendency of catalytic fuels to smoke when 
the burner first starts up, before the com- 
bustion chamber gets hot, can be sup- 
pressed to an appreciable extent by use 
of a light weight, quick-heating refrac- 
tories in the construction of the fire-box. 
Careful selection of the atomizing noz- 
tle, as to size and spray angle, in order to 
prevent flame impingement was also 
found to be quite important in burning 
the more highly aromatic fuels without 
smoke. The use of a quick-closing cut-off 
valve to avoid after-burning when the 
burner shuts down was found to be quite 
effective in reducing soot deposits on the 
heating surfaces of boiler or furnace. In 
general, our tests indicated that any 


} changes which were effective in improv- 


ing the performance of the burner on 
prewar fuels were equally helpful in 
burning the catalytic fuels. 


Effect on Pot-Type 


Preliminary tests conducted on a num- 
ber of pot-type vaporizing burners of dif- 


iferent makes, indicated that the perform- 


ance of burners of this type on fuel blends 
containing substantial percentages of 
catalytic distillates can be greatly im- 


TABLE 4 


Tests Results Showing Effect of Improved Air-Fuel Mixing On 
Performance of Gun-Type Burners 


BURNER A BURNER B 
Special Special 
Air-Fuel Mixing Standard Adjustable Standard Adjustable 
Device Used ‘Air Cone Head Air Cone Head 
Bitel HOLGOd 6si6 os ciesiee cee Catalytic A Catalytic A Catalytic A Catalytic A 
Boiler Used, Type ........ Conversion Conversion Oil Burning Oil Burning 
Burning Rate, g.p.h. ...... 0.89 0.88 1.35 1.35 
Draft, Inches Water ...... 0.01 0.01 0.01 0.01 
COs in Flue Gases, % .... 7.8 12.5 8.0 13.5 
Stockt, Femeiy “Pl . s occcesess 465 415 510 445 
Appearance of Flame ...... Clean, Bright, Clean, Bright, Smoky Clean, Bright, 
Long Tails Short Tips Short 
Smoke Rating . «...0.+0e2% 114 (Fair) Vy (Trace) 3+ (Poor) 0 (None) 
Flame Stability ........... OK OK — OK 
adly 
Overall Thermal Efficiency, % 71.5 76.0 75.0 79.6 
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proved by maintaining a sufficiently high 
stack draft at all times and by operating 
the burner at burning rates from 20 to 25 
percent lower than the maximum recom- 
mended by the manufacturer for prewar 
fuels. Beyond this the success with which 
catalytic fuels could be handled by pot- 
type burners appeared to be largely a 
matter of burner design. This was demon- 
strated by conducting comparative tests 
on two different makes of burners on the 
same fuel and under comparable operat- 
ing conditions. Both burners were of the 
natural draft type, designed for use in 
space heaters, and the manufacturer's rat- 
ing on each was the same. Comparative 
results obtained in burning 50 gallons of 
oil are given in Table 5. 


Less Carbon Deposit 


From these results it may be seen that 
almost three times as much carbon was 
deposited in Burner A as in Burner B in 
burning the same grade and quality of 
oil, the properties of which are given in 
Table 1. These results were confirmed by 


Sen e eo. Cee Oe 4 4 6.44 6 66 6.48 6 HSE Eee 


by the heavy formation of carbon on the 
sides of pot as well as on the bottom of 
the pot around the oil inlet. 

Thus, it would appear that the secret 
to obtaining satisfactory comustion on 
the fueloils of tomorrow in pot-type 
burners as well as in the other types of 
burners which we have discussed, is no 
secret at all, but simply a matter of bet- 
ter application of well-known basic prin- 
ciples of combustion to meet the problem 
at hand. The sooner everybody concerned 
wakes up to this fact and does something 
about it, the better prepared both the oil 
and oilburner industries are going to be to 
take advantage of the opportunities in the 
heating field that lie just ahead of us, and 
to meet the competition that will un- 
doubtedly be encountered from other 
forms of fuels. 


TABLE 5 


Comparative Performance Tests On Two 
Different Makes of Pot-Type Burners 
Using the Same Grade of Fuel 


Burner A Burner B 


ay 2 Fuel B itseucs 1 
similar tests on other fuel blends carried ieee Pot. inches . _ 7 i a 
out under a variety of operating condi- Rating of Burner, - 
, h h La oil Sia gal./day (max.) ... 12 12 
tions. In each case, the ratio of carbon Burning Rate in test, 
formed in Burner A to that formed in gal./day ......... 9 9 
B i , ly th Draft, in. water ..... 0.05 0.05 
urner B was approximately the same as. CQ, in Flue Gases... _ 8.0 113 
shown in Table 5. The most important Smoke Rating (Shell) 3 AV, 
diff he i b Stack Temperature .. 745 790 
iiterence between the two burners apy Appearance of Flame. Orange Alter- 
peared to be in the diameter of the pot, nately 
: . : Blue and 
and the size, number, and spacing of the Orange 
primary and secondary air holes in the Total Gallons of Oil 
tle of the las he fB A BEE PER Ee 50 50 
sides of the pot. In the case of Burner A, Total Amount Carbon 
it did not appear that the oil was given Formed in Burner 
: , ane Pot, gms. 111.8 40.3 
time and opportunity for vaporization (ondition of Drum 
and thoroughly mixing with the air before Heating Surfaces at 
; , end of test ....... Clean Light 
it was exposed to the intense heat of the Coating 
flame, thus causing cracking of oil both in of Soot 
fd ied aed h sail 4 General Performance 
the liquid and vapor phase, as indicate aaa Poor Good 
4! 
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Steel Boiler Code 
| Requires 70% Efficiency 


A CODE FOR RATING and testing oil- 
fired residential steel boilers and for rat- 
ing commercial boilers will soon be issued 
by Steel Boiler Institute, Inc., requiring 
oilfired residential boilers up to 3,000 sq. 
ft. net rating to show at least 70% over- 
all efficiency by evaporation test when 
operating at 150% of net rating. This 
code will replace the steel boiler code orig- 
inally adopted in December, 1929, which 
with revisions has been effective since its 
original adoption. Even though test re- 
sults are attained better than the pre- 
scribed minimum requirements, net rat- 
ings in square feet of steam shall be 
limited to seventeen times the square feet 
of heating surface in a mechanically-fired 
residential boiler. A.S.M.E. Boiler Code 
construction is required. 

Residential steel boilers are refined by 
the code as those containing not more 
than 177 square feet of heating surface 
and having catalog steam SBI net ratings 
not greater than 3,000 square feet when 
mechanically fired. Ratings shall be ex- 
pressed in square feet of steam or water 
radiation and in Btu per hour. Boiler 
horsepower may be shown if desired. 
Steam ratings are considered as emitting 
240 Btu per square foot per hour, and 
hot water ratings are based on 150 Btu 
per square foot per hour. One boiler 
horsepower is considered equivalent to 
140 square feet of steam radiation. 

SBI net ratings for residential steel 
boilers include the load imposed by the 
connected radiation required to heat the 
building, and heat loss from piping up to 
20% of the installed radiation. Piping 
losses in excess of 20% of the installed 
radiation must be considered as additional 
net load. The estimated maximum heat 
required by water heaters or other ap- 
paratus connected to the boiler must be 
considered as additional net load and ex- 
tra boiler capacity must be provided for it. 

Provisions for rating oilfired residential 
steel boilers under the new code prescribe: 

Heating Surface: The SBI net rating 
expressed in square feet of steam radia- 
tion shall be not greater than 17 times the 
heating surface of the boiler. 

Carbon Dioxide in Flue Gases: The 
burner shall be set to produce 10% car- 
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bon dioxide (plus or minus 0.2%) in the 
flue gases. 

Flue Gas Temperature: The flue gas 
temperature shall not exceed 600°F. when 
the boiler is operating at 150% of the 
SBI net rating. 

Overall Efficiency: The overall effi- 
ciency of the boiler and burner shall be 
not less than 70% when operating at 
150% of the SBI net rating. 

Draft Loss through Boiler: The differ- 
ence between the draft at the breeching 
and the draft in the firebox when the 
boiler is operating at 150% of the SBI 
net rating shall be not greater than that 
determined by the formula: Draft Loss 
(in hundredths of an inch of water) 
equals Net Rating over 200, plus 4. This 
draft loss limitation shall not apply to 
integral boiler-burner units regularly cata- 
logued and marketed complete with boil- 
er, burner and refractory designed to op- 
erate with higher draft losses and where 
means is provided to develop sufficient 
draft to overcome the high draft loss. 

Furnace Volume: The furnace volume 
shall be not less than one cubic foot for 
every 110 square feet of steam SBI net 
rating. This limitation shall not apply to 
integral boiler-burner units. 

Every boiler is to carry a plate that 
shows the manufacturer’s name and ad- 
dress, the boiler number and type, the SBI 
symbol, the amount of heating surface, 
the SBI net rating in Btu for each type of 
firing recommended, and whether or not 
baffles or turbulators are used. Non-mem- 
bers of SBI upon approved application 
may receive permission to test and rate 
boilers according to the code. 


It is recommended by the Steel Boiler 
Institute that all oilfired residential steel 
boilers rated under the code be catalogued 
with the ratings shown in table below. 

A Section of the new code sets up the 
test procedure for residential steel boilers 
and the calculations for oilfired test items. 
Manufacturers are to submit their test 
data, and the Steel Boiler Institute.will re- 
view these data and approve Net Ratings 
if test results are satisfactory. 

No test procedure is provided or re- 
quired for commercial steel boilers. Com- 
mercial boilers designed to be fired me- 
chanically are rated in square feet of 
steam radiation equal to 17 times the 
heating surface of the boiler in square 
feet. The SBI ratings in square feet of 
steam for boilers designed for hand-fired 
solid fuel are equal to 14 times the heat- 
ing surface. A rating table in the code 
shows for commercial steel boilers the SBI 
Rating, the SBI Net Rating, heating sur- 
face in square feet, minimum furnace vol- 
ume in cubic feet for mechanically-fired 
boilers that are fired with a bituminous 
stoker. Furnace heights for stoker-fired 
boilers have been determined in coopera: 
tion with the Stoker Manufacturers As- 
sociation. Minimum, rate areas are shown 
for hand-fired boilers. These physical 
specifications for commercial boilers de- 
termine the SBI rating. 

This new steel boiler code has been de’ 
veloped by the Engineering Committee 
of the Institute under the chairmanship 
of L. N. Hunter of National Radiator 
Company, Members of the Committee in- 
clude C. E. Bronson, Kewanee Boiler 
Corp.; John Kinsley, International Boiler 
Works Co.; G. E. Olsen, Fitzgibbons 
Boiler Co., Inc.; and John Turner, Pa- 
cific Steel Boiler Div., U. S. Radiator 
Corp. Copies of the code are available 
through the Steel Boiler Institute, 366 
Madison Ave., New York, N. Y. 


SBI Net Rating Data for Oilfired Residential Steel Boilers 








SBI NET RATING Minimum Heating 

Sq. Ft. Sq. Ft. Furnace Surface 

Steam Water BTU Vol. Cu. Ft. Sq. Ft. 
275 440 66,000 py) 16 
320 510 77,000 29 19 
400 640 96,000 ° 3.6 24 
550 880 132,000 5.0 32 
700 1120 168,000 6.4 41 
900 1440 216,000 8.2 53 
1100 1760 264,000 10.2 65 
1300 2080 312,000 11.8 77 
1500 2400 360,000 13.6 88 
1800 2880 432,000 16.4 106 
2200 3520 528,000 20.0 129 
2600 4160 624,000 23.6 153 
3000 4800 720,000 27.3 177 
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Postwar Is Here 
It Is Time for Every Oilheating Man to Start Selling 


by 
W. A. Matheson 


“The oilheating industry is coming 
back to a bigger task than it ever faced 
before,” says Mr. Matheson. “We must 
do better—much better—than our pre- 
war best if we.are to measure up to our 
role in America’s postwar economy. It 
will take everything we have to offer in 
the way of spirit, ingenuity, resourceful- 
ness and just plain ‘go.’ This article is 
based on a recent talk before the Wash- 
ington, D. C., chapter of Oil Heat Insti- 
tute’s Distribution Division. 


oe OF US IS ONE of the most cru- 
cial tests in America’s history. In this test, 
American industry will set the pace. I 
can add nothing to the tributes paid to 
America’s productive capacity by the 
military and political leaders of every 
United Nation. So let’s merely recognize 
that American industrial production sim- 
ply snowed under the best our enemies 
could do. Without that kind of produc- 
tion we'd be working in a bomb shelter— 
if at all. What happens, however, when 
that kind of production is geared to our 
civilian economy? Can selling keep pace 
with such production? 

First, let’s look at the job postwar sell- 
ing must be able to tackle and handle. Re- 
search and study given the subject by 
Paul Hoffman’s Committee for Economic 
Development produces the following: 
The total volume of American commerce 
for all goods and services in the biggest 
prewar year reached approximately one 
hundred billion dollars. Our wartime 
economy was responsible for approxi- 
mately one hundred sixty billion dollars. 
Allowing for the extravagances and the 
inflation of wartime it is generally con- 
ceded that the economy of America must 
approach 140 billion dollars annually 
postwar. All of the other factors which 
become automatically related to this prob- 
lem—employment particularly—must be 
engaged in a corresponding scale. 

If we as individuals are to be success- 
tul we must have this successful economy. 
Therefore, we must expect and prepare 


for an average increase in the volume of 
business done by all of us of approxi- 
mately 40%. This 40% increase can 
never be attained by supplying a demand. 
Such passive strategy must be ruled out. 
We must create a demand for the prod- 
ucts we build and sell. We must cour- 
ageously and intelligently battle our way 
upward—by selling—to a greater volume 
of business, a greater volume of employ- 





ment, and a more successful economy. To 
do this we must reverse the trend of 
things—we must begin to sell and sell 
hard. 

This change will not be accomplished 
in one fell swoop. This change is a step- 
by-step proposition—and it begins in 
your mind. The first step in re-conver- 
sion is in our thinking. 

Each step in this change from supply- 
ing a demand to creating a demand 
through selling must be preceded by prep- 
arations for that change. Every man in 
every phase of industry must accept his 
full responsibility, and see to it that his 
house is in order. 

Let’s be specific. We are in the oilheat- 
ing industry. According to industry sur- 
veys we are going to sell $900 million 
worth of oilheating equipment in the 
first five postwar years. 


fue/oi! 
é ot/ heat 


Now, merely because competent, con- 
servative surveys point to a sales volume 
of $900 million in the first five postwar 
years is no cue for all of us just to sit 
back and wait for it to happen. Many © 
things are done automatically, but selling 
isn’t one of them. 

I mentioned that the change to creat- 
ing a demand through selling is a step- 
by-step proposition. There is no better ex- 
ample of this than oilheating. There’s 
plenty of selling to do if we're going to 
reach that $900 million goal in the next 
five years. 

Sell oil as a fuel! By its very nature oil 
is ideally suited for use with a completely 
automatic heating system. The battle of 
the fuels is on. Public conception of oil- 
heating advantages will largely be deter- 
mined by the straight, hard selling job 
you do. 

There’s one selling job today, above all 
others. Sell the availability of oil—the 
assurance of a future supply. Here, again, 
let’s shift from the defensive. 

If there is serious doubt about this oil 
question, in any segment of our prospect 
group, it is simply because we of the oil- 
heating industry have failed to go on the 
offensive. We have failed to sell. There 
is a crying need for immediate action. Oil 
is the economical fuel. Oil is the abundant 
fuel. Oil is the ideal fuel. 

Let’s look at our $900 million figure 
and see what it means in terms of in- 
dividual sales. Here is what an analysis 
of the survey shows: Conversion burners, 
1,443,000; Oilfired boilers, 406,000; and 
Winter air conditioners, 644,000. For the 
five years this adds up to: 2,493,000 oil- 
heating equipment sales. This total will be 
reached at the rate of: One oil-heat sale 
every minute of every hour, of every day, 
six days out of every week for five years. 

Is it any wonder that bankers are be- 
coming more and more interested in oil- 
heating and its consumer credit possibili- 
ties? Bankers are well aware of that $900 


million potential, too. 


All indications are that you can ex- 
pect more help from your banker, wher- 
(Continued on page 106) 
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Fueloil Delivery Problems 
Selection of a Truck Should be Guided by Local Territory Factors 


by 
J. F. Winchester* 


A\cam THIS SEASON WE FACE a short- 
age of badly needed motor equipment, re- 
placement parts, sufficient tires, man- 
power, and will in all probability be called 
upon to expend many miles at a critical 
time because of this shortage. The situa- 
tion is such that if we consider all of 
these factors the industry, in the interest 
of economy for its own sake, will con- 


tinue to work under the provisions of 


ODT General Order No. 37 at least for 
the coming season even though the order 
is suspended. This is stated because as 
pointed out, maximum deliveries are a 
necessity if low costs are to be achieved. 

Having pointed out the advantages of 
large deliveries and the places where 
waste can occur through lost time, it is 
important that we direct our attention to 
possible ideas that will overcome these 
impediments so let’s direct our thoughts 
to the selection of automotive equipment. 

Automotive equipment has been de- 
veloped to a stage where it has become 
very reliable and yet, for a given purpose, 
there is a wide range of models and makes 
from which to make a selection. So also 
in this particular branch of the oil indus- 
try, we find variable conditions as re- 
gards climate, highway and trade rela- 
tions. Therefore, to select the proper 
motor equipment to meet given conditions 
is still a business responsibility that re- 
quires the exercise of good judgment. 

In revamping your motor vehicle 
equipment requirements, careful scrutiny 
of total present-day and possible poten- 
tial gallonage must be considered. Then 
study should be made of the various possi- 
ble combinations of chassis and tank ap- 
paratus that can be brought together and 
built into a unit to perform the delivery 
service. Opinions will vary, some sales 
managers will want one type of meter; 
another ticket printing devices, special- 





*This is the third in a series discussing fuel- 
oil delivery problems, particularly relating to 
equipment characteristics, by Mr. Winchester, 
who is Manager, General Automotive Divi- 
sion, Standard Oil Co. of New Jersey. 
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ized hose reels, a light or a heavy—a low, 
medium or high first cost—chassis; while 
special trade conditions may dictate the 
selection to the disadvantage of utility. 

An operator in Bangor, Maine, because 
of volume, climatic, highway, industrial, 
storage, or other considerations, may need 
an entirely different size or type of equip- 
ment than an operator in many southern 
localities. This same would hold true for 
two distinct sets of operating conditions 
which can be illustrated in two of Amer- 
ica’s outstanding communities; Seattle, 
Washington with its extremely steep 
grades and, in direct contrast, Washing- 
ton, D. C. with its relatively level boule- 
vard type of highways. Each dealer in his 
locality must weigh carefully all factors 
before proceeding with the purchase of 
equipment. Probably one of the best 
methods of evaluating conditions is to 
discuss your own problems and ideas at 
a trade association meeting or to weigh 
out the conditions you have to cope with 
against advice contained in a series of ar- 
ticles such as these. 

Now let’s say a dealer has a given vol- 
ume to handle in each of these areas. 
From my viewpoint, for Seattle, he would 
have to select a sturdy chassis with the 


proper combination of gear ratios to ne- 


gotiate the hills. He would be far better 
off to select a straight truck chassis and 
pass up the possible use of a semi-trailer 
unit which, because of its light axle 
weight, would encounter loss of traction, 
skidding, or jack-knifing on the icy hills 
that are encountered in that area; where- 
as, the latter type of equipment could op- 
erate quite satisfactorily in our National 
Capitol and vicinity. 

Another consideration that enters into 


such a problem is the potential output 
from given size units. 

We have found in our routing work 
that aside from general traffic conditions, 
hours worked per week and miles traveled 
per unit are important factors and to give 
you an idea of possible output, taking into 
consideration these variables, I submit 
some tabulated figures that place before 
you some potentials that existed in the de- 
livery of motor fuel. No doubt you can 
use them as a guide in estimating your 
needs. (See Table No. 1). 

Another set of figures that illustrate 
the possibilities when utilizing vehicles on 
a single versus double shift basis, and the 
difference in possible operating and ulti- 
mate costs between a 2300 gallon versus 
a 3200 gallon unit, are covered in Table 
No. 2. 

From these two sets of figures, it is evi- 
dent one can keep his investment cost low 
by operating on a double shift basis and if 
other factors are equal, such as sustained 
average hourly output, the cost per gallon 
will be materially lowered. 

Some manufacturers have representa: 
tives that make an analysis of given con- 
ditions and advise with or assist the pur- 
chaser in the selection of well-balanced 
equipment to meet given conditions. This 
is done to promote satisfactory use of their 
products and to eliminate unsatisfactory 
performance which carries in its wake a 
multiplicity of service problems and may 
lead to an ultimate severance of sales con- 
tacts. To assist these representatives in the 
selection of proper equipment, some man- 
ufacturers supply them with an analysis 
form that requests detailed information 
as shown in Table No. 3. 

When one knows the facts as regards 


TABLE I 
Annual Gallonage Related to Mileage and Hours 


LOW MILEAGE 


HIGH MILEAGE 
LOW OUTPUT 





HIGH OUTPUT 
12,000 Miles per Year 


18,000 Miles per Year 


TANK 
TRUCK 40Hr. Week 50 Hr. Week 60 Hr. Week 40 Hr. Week 50 Hr. Week 60 Hr. Week 
SIZE 600 Loads 750Loads 900 Loads 400 Loads 500Loads 600 Loads 
Gals. Gals. per Yr. Gals. per Yr. Gals. per Yr. Gals. per Yr. Gals. per Yr. Gals. per Yt. 
600 360,000 450,000 540,000 240,000 300,000 360,000 
900 540,000 765,000 810,000 360,000 450.000 540,000 
1200 720,000 900,000 1,080,000 480,000 600,000 720,000 
1500 900,000 1,125,000 1,350,000 600,000 750,000 900,000 
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ANNUAL FIXED COSTS 
Driver's Wages 
*Depreciation 
*Interest 
*Insurance 
* License 
Supplies 
Sundry 
Road Expense 
Damage to Property 


TOTAL ANNUAL FIXED COSTS .. 


ANNUAL VARIABLE COSTS 
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TOTAL VARIABLE COSTS 
TOTAL ANNUAL COST 
Added Cost due to Double-Shift Operation 


I Si I 6 fas pik nos hss hacen ee 
DEE iva veg Ke ven reewensteun 
Gallons per Day 
Gallons per Month 
Gallons per Year 
Annual Miles 
Cents per Gallon 
Reduction by Double-Shift Operation .... 
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Shifts per week 
Hours per week 
PIOUS ORE GONE vn gcc kcccic cies 


TABLE II 
2300 Gallon Unit 


Single Shift Double Shift 
$2,436.00 $4,872.00 
1,300.00 1,300.00 
285.00 285.00 
112.00 112.00 
99.00 99.00 
160.00 320.00 
65.00 130.00 
20.00 40.00 
25.00 50.00 
$4,502.00 $7,208.00 
410.00 820.00 
120.00 240.00 
320.00 640.00 
$ 850.00 $1,700.00 
$5,352.00 $8,928.00 
$3,576.00 or 67% 
Z y 
2 4 
4.600 9,200 
115,000 230,000 
1,380,000 2,760,000 
10,000 20,000 
.388¢ .324¢ 
.064¢ or 
16.5% 
OPERATION BASIS 
Day Only 
Dette oka eee 6—8 hr. 
Se Nese ao araraata 48 
2400 


Economies are effected by night operation because: 

1. (*) The total annual expense for the fixed items of Depreciation, Interest, Insurance and License is the same regardless of the num- 
ber of days or nights operated and does not increase when a unit is operated two shifts instead of one. Invariably the large capacity units in 
question run relatively low annual mileage on double shift operation and the factor finally determining replacement will be not miles run but 


elapsed time. - 


3200 Gallon. Unit 
Single Shift Double Shift 


$2,436.00 $4,872.00 
1,575.00 1,575.00 
360.00 360.00 
- 112.00 112.00 
199.00 199.00 
170.00 340.00 
70.00 140.00 
20.00 40.00 
25.00 50.00 
$4,967.00 $7,688.00 
450.00 900.00 
150.00 300.00 
350.00 700.00 
$ 950.00 $1,900.00 
$5,917.00 $9,568.00 
3,651.00 or 62% 
2 2 
2 a 
6,400 12,800 
160.000 320.000 
1,880.000 3,760,000 
10,000 20,000 
315¢ 255¢ 
.060¢ or 
19.0% 
Day & Night 
12-8 hr. 
96 
4800 


2. Decreased capital investment in tank truck equipment which is a decided advantage aside from the depreciation and interest saving. 

3. Reduced need for storage space and lower capital investment in garage bu‘ldings and facilities. 

4. The total cost of truck painting would be reduced in direct proportion to the reduction in the number of trucks. 

5. Reduction in the number of trucks tends to reduce the total cost of the periodic preventive maintenance inspections, as usually the 
time interval between such inspections can be the same on ether sing'e or double shift operation. 

6. Reduction in the number of trucks simplifies and reduces the time required and the cost of record keeping and accounting, routing, 
transferring and general supervision and operation of the fleet. 
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operating conditions and equipment, it is 
possible to arrive at a selection that will 
produce reliable low costs. 


The importance of using extreme care 
in the approach to selecting new equip- 
ment cannot be over-emphasized, because 
while adverse war-time delivery condi- 
tions have been detrimental to the life of 
our motor equipment and have created 
factors that have promoted higher mileage 
being operated than necessary to deliver a 
given number of gallons, other factors 
have been working in favor of those mem- 
bers of the industry who survive the im- 
pact of war-time service. 


Historically, wars have promoted the 
technological side of business and the one 
that we are engaged in has been no ex- 
ception. Since its advent there have been 
myriads of inventions or improvements in 
mechanical devices that should receive 


fueloi/ 


TABLE III 
Analysis of Your Hauling Problems 


TYPE OF OPERATION 
ROADS: 


Hard-surfaced 
Dirt 
Percent Grade 


Gravel 


eoeoeeeeeeee 


re 


Average pay load per truck 
Make, model and gross load present truck ... 


Average length of haul 
Is load carried both ways or. one 
Total daily mileage per truck 
Average speed required 
Average number of stops daily ............ 
Number of hours on road 
Number of hours day driving ............. 
Number of hours night driving ............ 
Is operation State or Inter-State 
What is state law on axle loads and over-all 

length 


CARGO: 


Type of merchandise hauled 
Heavy, light and bulky, fragile, perishable . . 
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RECOMMENDATIONS: 


Body type 
Body dimensions 
Body weight 
EF re oe oy rpm 
Weight distribution 
Gross load 
WROTE Cis dane dives tewaseseeeee eee 
Axle ratio 
Grade ability 
IND bv bh ke ow iarune daeeseauwne 
RTECS TELE ET Cree 
High altitude cylinder head 
RAMEN? 54 5452 casdcueis handecnaseetaen 
Rear axle, spiral bevel, double reduction, tan- 

dem drive and trailing axles ............ 
Generator size 
Battery size 
Gas tank capacity 
Shock absorbers 
Springs 
Frame length and depth 
Fish plates 
Turning radius 
Front axle 
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ge ee Rear? Re ne We Sod UE NE nip 
Pintle Hook 
Radius rods 
Accessories, windshield wipers, rear view mir- 

rors, sun visors, heaters and defrosters .... 


eee ee eee eee eee eee eer nee eereee 
Ce a 7 


eee eee eee eee eee eee eer eeeeee 


eee e eee eee eee ee eeeee 


eee eee eee eee eee eee eeeeneeeee 


eee eee eee eee eee eee rere er enone 


eee ee eee eee eee eee eee eeenene 


eee e eee ee eesne 


ee 
eee eee eee reer errr ereeseeeses 
ee 
ee 
| 
| 
eee eee eee eee eee ee eee se eeesens 
| 


eee ee eee eee ee eee eee eee erewene 


Ce 


errr eee ee eee eee ewe eee eeeeee 


45 











careful and thorough study for the pur- 
pose of applying these improvements to 
the new vehicles you will purchase either 
now or in the near future. 

What are these improvements and 
where can they be seen or found? They 
may exist in that army truck you have re- 
cently seen on the highway, or at your 
own home airport where new and differ- 
ent kinds of automotive apparatus is be- 
ing employed to refuel the latest types 
of planes that daily come and go. From 
my viewpoint, the adoption and use of 
some improved specialized auxiliary de- 
vices in this field definitely point the way 
toward improved apparatus and lower 
costs. 

Can these improved devices be pur- 
chased now? In some remote instances, 
yes; however, in many cases, no. It is my 
idea at this time that new and improved 
types of equipment will be hard to ob- 
tain by the small merchants for the 1945- 
46 fueloil season. However, it behooves 
all of us to look ahead and anticipate the 
next season at which time the improved 
apparatus will be far more plentiful. 

As a guide to those who have in mind 
trying to obtain equipment for their 
needs, the following table shows the kind 


Allocations to Truck Manufacturers 











Light Heavy 

Manufacturer Light Medium Heavy Heavy 
Autocar a Bis ts 2,059 1,993 
Available 16 23 4 
Biederman 2 5 ase 
Brockway 301 1,052 867 
Brown Equip. Co. ies +68 23 
Caterpillar cots ice a Sins 
Chevrolet 13,517 48,795 sate ae 
Corbitt en Ps 228 203 
Dart 8 16 16 
De Martini See ‘| — 
Diamond T 3,406 1,421 144 
Divco we Liz det aise 
Dodge 6,557 14,055 1,162 bays 
Duplex eres ‘ow a 28 
Euclid Bis aa ate 
Federal beck 1,314 1,704 160 
Ford 12,649 41,188 ANE wad 
Four Wheel Drive 5a ae 269 393 
GMC Truck & Coach 2,106 8,773 5,360 1,640 
Hendrickson Sie Mir any 26 
International Harvester 4,944 14,408 12,323 987 
Kenworth be Sus oa 239 
Koehring vm 
Linn eae 16 
MacDonald ee 15 6 
Mack 1,074 3,794 1,810 
Marmon-Herrington Mais 58 aire 
Oshkosh 21 182 
Peterbilt oe. ee 208 
Reo 3,780 430 48 
Sterling eh 45 528 
Studebaker 4,000 vise Lee 
Walter Be 89 188 
Ward-LaFrance eh Be 112 
White 1 1,349 7,359 596 
Willys-Overland 227 Sec aoe eves 
TOTAL 40,000 144,181 37,444 10,417 


68 


487 
86 
12 

24 

95 

56 
192 
36 
100 
91 


1,430 














Photograph 2. Combination fueloil and 
gasoline truck control compartment. 


_ = and number of units allocated to given 
43 manufacturers up to the present. No 
ia doubt this will be expanded rapidly by 
23 the war-time agencies now that the war 
Pe has ended; however, this will do the in- 
431 dustry but little good this season because 
7“ it requires the manufacturers about five 
4,971 months to get together their supplies for 
ae mass production. 
32 The delivery of fueloil is essentially an 
me in-city operation and for this class of 
53,837 work a wide variety of designs may be 
wane found upon the highways. 
38 Frequently, we meet a type of unit 
a where a small tank is carried back of the 
56 cab and the balance of the space is de: 
iq voted to the hauling of coal, ice, or the 
6,870 requirements of a particular season. Such 
“e a unit is illustrated in Photograph No. 1. 
308 From a simple piece of apparatus o! 
A this type, we can pass quickly to a more 
4,000 complicated form as illustrated in Photo- 
i graph No. 2. This particular unit was de’ 
9,304 signed by me to take care of the require’ 
<a ments of the Standard Oil Company of 
233.472 (Continued on page 92) 
September 
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Consumers Talk About Fuels 


Part II: Fuels Used and Fuels Preferred; Buying Intentions 


by 
Robert Gray 


This is the second of a series of three 
articles explaining what reporters for 
FUELOIL & Ort HEAT learned by talking 
with 1,438 consumers in 20 selected cities. 
The first installment, in the August issue, 
described the nature of the survey, dis- 
cussed the impact of wartime difficulties 
on public acceptance of oilheating and 
outlined the opinions gathered on fuel 
costs. 

This article deals with present fuel use 
encountered and fuel preferences, also im- 
mediate postwar buying intentions. The 
final story, in the October issue, will give 
the reasons for satisfaction or dissatisfac- 
tion with various fuels and also show how 
the degree of satisfaction with oilheating 
among its present users in the various 
cities is directly related to desire for oil- 
heating among non-users. 


As REPORTERS IN THE various' cities 
discussed with heads of families their ex- 
periences with fuels and heating, the high 
spot of the interview was in learning what 
fuels people would prefer to use, related 
to the fuel they are now using. Barely 
half, or 51%, are satisfied with their 
present fuels, and would plan to use them 
again if they were getting a new heating 
plant or a new home. The other 49% 
wants to make a change. 

As would be expected, the measure of 
satisfaction with the various fuels and 
facilities is far from uniform. Only 20% 
of users of handfired coal believe that, in 
their circumstances, they should stay 
with it. One of the big surprises was that 
only 30% of the stoker users interviewed 
would use them again if they had a chance 
to make a change. Among oilheating users 
83% are satisfied and convinced that oil 
is best. Gas users, though much fewer in 
number, register the highest ratio of satis- 
faction, or 89%. The chart shows in per- 
centages what people would prefer, re- 
lated to what they are now using. For ex- 
ample, of all those now using handfired 
coal 20% want to keep it, 46% want to 
switch to oil, 31% want gas and 3% 
stokers. 


Table VII shows, by sections, what 
fuel people want to use, compared with 
what they now are using. This table is 
easy to understand after a moment's 
study. For example, the first line totals 
105 New England users of handfired coal; 
18 of these prefer to stay with it, 2 want 
stokers, 58 want oil and 27 want gas. 

Table VIII shows the percent of cach 
fuel preferred in the individual cities sur- 


veyed. A number of interesting observa- 
tions can be made in this table. In the 
Mid-Atlantic States, Baltimore with an 
83% oilheating preference and Philadel- 
phia with only 40% are almost neighbor- 
ing cities . . . just two stops apart on the 
New York to Washington main line. 
Some of the differences in industry oper- 
ating methods between the two cities are 
fairly well known. In no city have indus- 
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TABLE VII 
Fuel Preference Related to Fuel Use 
(In number of interviews) 


—WHAT THEY PREFER— 
HF 


Coal Stkr Oil Gas 
NEW ENGLAND 
Now Use HF Goal $18 ~2° $8: 27 
Now Use Stokers one p) f 2 
Now Use Oil z. lL cas 18 
Now Use Gas 1 2 
Total Preferences 21 Ses * 
% of Preferences ge -2'=8F". a 
MID-ATLANTIC 
Now Use HF Coal 49 8 125 85 
Now Use Stokers oe 7 3 9 
Now Use Oil ok 2°2200: - 48 
Now Use Gas re reA 2: 2 
Total Preferences 49 17 330 169 


% of Preferences 9. <3 58 30 


MIDDLE WEST 
Now Use HF Coal 59 7 #=%‘7O 177 


Now Use Stckers a “s) 1G 33 
Now Use Oil 3. 42 <383 17 
Now Use Gas ect 4 41 


Total Preferences 62 34 175 
% of Preferences 14 8 40 38 


PACIFIC N. W. 


Now Use HF Coal BRS aii 35 2] 
Now Use Stokers ae 4 13 5 
Now Use Oil stats 72 3 
Now Use Gas ete es 2 7 
Total Preferences Be 45: $22 20 
% of Preferences 3 83 14 
ALL SECTIONS 

Now Use HF Coal 126 17 288 194 
Now Use Stokers fy 2 8 39 49 
Now Use Oil 5 5 473 86 
Now Use Gas ee 10. 92 


Total Preferences 132 60 810 
% of Preferences 9 4 57 30 
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try men gone farther than in Baltimore 
to satisfy customers and build public good 
will. The city is the home of two leading 
burner manufacturers who have con- 
ducted retail operations as proving 
grounds for sales programs in other areas. 
Again, two of Baltimore’s combination oil 
and burner outlets have been models for 
effective business management, recognized 
as such throughout the East. These firms 
have more or less set the pattern for the 
market in customer relations. Moreover, 
Baltimore up to the start of the war had 
had universal free burner service for 
about seven years. 

Ths is not a recommendation that 
the industry go on a free service basis, 
but where free service is good service it 
does stimulate public enthusiasm for oil- 
heating, if only by eliminating causes of 
irritation. When we get into the next in- 
stallment of this report, where reasons for 
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fuel likes and dislikes are shown, it will 
become apparent that people might be 
glad to pay more for oil if they had no 
service expense. 


Baltimore oil companies, almost with- 
out exception, use completely automatic 
delivery methods, thus robbing the gas 
company of one of its strongest con- 
venience claims. 


Philadelphia, on the other hand, has 
been more of an opportunist’s market, es- 
pecially since it grew to become the coun- 
try’s second largest in oilheating. Service 
charges, in general, are all that the traffic 
will bear. Several of the largest fueloil 
distributors no longer conduct automatic 
delivery systems, requiring the customer 
to watch the tank and call in. One of the 
largest oilburner distributors, with a blue- 
chip franchise, and with many thousand 
users, refuses to sell a repair part to any 
other member of the industry. If the 
burner user, after his dealer or oil man 
has been unable to get the part, tele- 
phones this distributor, he is told that he 
can have the part and a man to install it 
only if he will switch his oil business to 
this company. 

The local gas companies, alert to pub- 
lic reaction, have been promoting gas in- 
stallations in Philadelphia more vigorous- 
ly than in any other Eastern market. This 
fact also has an important bearing on the 
gas preference shown, and will continue 
to do so until the oilheating group takes 
steps to counteract it. 


The next weakest oilheating preference 
shown in Mid-Atlantic cities is in White 
Plains, a New York residential suburb, 
with 43% thinking oil is the best fuel to 
53% preferring gas. The gas company in 
Westchester County, of which White 
Plains is county seat, has done a vigorous 
promotional and public relations job in 
recent years. Industry outlets in the 
county cover the full range from top qual- 
ity management down to the catch-as- 
catch-can variety. 

It should not be concluded that White 
Plains gas preference is because of high 
income levels. The county is New York’s 
most opulent suburb, but in the individ- 
ual towns are plenty of low income peo- 
ple, and only 14 of the 75 interviews were 
with families of over $5,000 income. 

The most significant observation among 
Midwest cities is the high regard for coal, 
both handfired and stokerfired, in the two 
Chicago suburbs, Evanston and Cicero. 


TABLE VIII 
Fuel Preferences by Cities 


—PERCENT WHO PREFER— 


HF 
Coal Stoker Oil Gas 
Portland 6 a 2 eee 


Boston 3 ie 63 34 

Springfield 16 ee. eee 
Meriden 4 B= GD 25 

AVG. NEW ENGLAND 8 Zz 67 23 
Rochester aie 4 67 29 

White Plains 4 Be 43 53 
Jamaica 8 2 Se ae 

Newark 16 3 45 36 

Trenton 8 7 ad 16 
Philadelphia 3 3 40 54 

York 24 9 64 3 
Baltimore 11 a 83 6 

AVG. MID-ATLANTIC 9 3 58 30 
Detroit 8 S23. 6 

Evanston 21 11 32 36 

Cicero 32 10. 23 35 

Milwaukee 10 1 66 23 
Waterloo ae 5 32 3s 

St. Louis 16 11 18 55 

AVG. MIDDLE WEST 14 8 40 38 
Seattle es oF 89 11 

Portland as ; Ws 16 

AVG. PACIFIC N. W. ke s:: 83. 34 


Avg. All Sections 9 4 57 30 
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Combining the two, 37% want coal in 
one form or the other, against a Midwest 
average of 22% and a national average 
of 13%. One of the best markets for oil- 
heating in earliest years, less than 28% 
of the families interviewed in the two 
suburbs think oil the best fuel, and three- 
fourths of those are already using it. The 
Chicago Coal Merchants Assn. has done 
an outstanding promotional job for a 
number of years. Evidence that this has 
been effective is seen in the answers peo- 
ple give as to why they prefer coal; they 
display much the same reasoning that the 
Association has put forth in its advertis- 
ing. 

The weakest oilheating acceptance 
found in the Midwest was in St. Louis, 
with 18% preferring oil, but the prefer- 
ence there is primarily for gas rather than 
coal. The local gas industry has done a 
strong selling job, including the wartime 
years, and those now using gas believe 
that it costs less than oil. 

Waterloo shows the strongest oil pref- 
erence in the Midwest group, with Mil- 
waukee second. The reason for the favor- 
able showing in Waterloo is not known, 
but in Milwaukee the consistent adver- 

-tising and public relations work of the 
Wisconsin Oil Heat Assn. for several 
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prewar years is definitely a factor. No 
other local group in the country has so 
effectively fought gas. 

The Pacific Northwest again shows up 
as the best postwar oilheating market, in 
relation to population, as seen in the 
earlier section on fuel cost opinions. 

Of some significance is a breakdown of 
present fuel users and their fuel prefer- 
ences into age groups and income groups. 
Industry advertising or public relations 
work should take different slants, use dif- 
ferent appeals, for older or younger peo- 
ple, for rich folks or poor folks. 

The chart gives a general impression of 
the effect of age and income on fuel pref- 
erences, as well as their present use. Table 
IX shows the percentages in detail. 

Oilheating preferences are seen to be 
weakest in the 30 to 40 age group and in 
the high income group; both of these 
show the strongest inclination to gas. At 
that age people are inclined to reach their 
peak of optimism for the future, are least 
concerned about costs and are most im- 
pressed with gas company advertising 
that it is “The Modern Fuel.” 
Oilheating shows its largest percent-— 





TABLE IX 


Effect of Age and Income 
on Fuel Preferences 


PERCENT PERCENT 
NOW USE PREFER 


Age Group Coal Oil Gas Coal Oil Gas 
9 


20 to 30 50 49 1 64 27 

30 to 40 50 41 9 10 54 36 

40to 50 55 37 S . 14° 3G2'36 

Over 50 51 43 6 19 56 25 
Income Group 

Low: '73.-°25 2 ses Sees 

Medium 50 44 6 12 60 28 


High 30 55 15 8 50 42 
ages, both in present fuel used and fuel 
preference, in the youngest age group ... 
families too modern to shovel coal but 
afraid of gas costs. In only one category, 
the high income group, does oilheating 
actually lose ground between fuel now 
used and fuel preferred, and that is where 
gas is lined up for its greatest gain. Oil- 
heating’s widest gain is scheduled for the 
low income group. 

There is something particularly promis- 
ing for oilheating in these comparisons. 
Young families want oil, and they will be 
in the majority in establishing postwar 
homes, not to mention the favorable im- 





pression oil is makingon a few million 
service men as they see it winning a war. 
If we had to choose any particular in- 
come group to prefer oilheating, the low 
income people suit best, for, as Lincoln 
pointed out, “God must have loved the 
poor folks—he made so many more of 
them.” 
An interesting sidelight on the survey 
is the discovery that 160 of the 1,438 
families interviewed had had experience 
with more than one form of automatic 
heating. This factor had not been thought 
of in planning the survey, but the dis- 
covery that we got this information, and 
the fuel preferences such people disclose, 
proved quite a spark. The chart visualizes 
what experience has taught these people, 
Again, gas shows up better than would 
have been expected and stokers much 
worse. z enoan 
_A moment’s study of the chart will 
make it quite clear. The first line shows 
that 12 of the families have used all three 
forms—oil, gas and stoker. Seven of them 
want oil, five gas and none stoker. Of 
the 62 who have used oil and stokers, 
only four want stokers, etc. The lower 
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half of the chart shows, for example, that 
among the various combinations in the 
upper half stokers were used 79 times but 
only four of those users would again want 
stokers, or 5% of those who used them. 


In fairness to the stoker industry, it 
should be recalled that this is a survey of 
cities, while stokers have always been 
more popular in smaller places where peo- 
ple have more time to tinker and don’t 
mind a little manual exercise. It does in- 
dicate, however, that they are not very 
serious competition for oilheating. 


Houscholders were asked their immedi- 
ate postwar buying intentions on auto- 
matic heating equipment, as well as homes 
and a small group of major appliances. 
We were not interested in the appliances 
as such, but included them in the ques- 
tions to learn, first, to what extent peo- 
ple would state definite intentions and, 
second, to measure the competition that 
heating will face in the scramble for the 
consumer's dollar. 

The figures shown in the chart indi- 
cate that people are willing to tell what 
they plan to buy as soon as they can get 
it, and also that there will be plenty of 


other items competing for the public’s 
surplus spending power. 


The lower half of the chart tells quite 
a story. People not now using oil, but 
who want it, are much more definite about 
quick action than are those wanting gas. 
In the 20 cities, 569 of those interviewed 
now burn oil; 810 prefer it. So if all 
preferences are eventually realized oil- 
heating will gain 241. If preferences are 
taken at face value, gas is ahead of us on 
the count of projected new installations. 
Gas users encountered were only 103, 
while total gas preferences were 421, a 
potential gain of 318. 

But out of the 241 wanting to switch 
to oil, 122, or 51%, will do it as soon as 
they can get the equipment, or within a 
year after the war ends. Of the 318 want- 
ing to switch to gas, only 59, or 19%, will 
do it promptly. This should not be con- 
strued as uncertainty on the part of those 
wanting gas—they are quite definite about 
it, as will be seen in Part III, which deals 
with reasons. The obvious truth is that 
they are hesitant over its cost. 

There are two implications for oilheat- 
ing in this strong gas preference, one good 


and one bad. The 





NUMBER 


STOKER 31 


GAS BURNER 59 Hl 


WILL BUY WITHIN YEAR AFTER WAR ENDS 


NEW HOME |67 aS 12 
OIL BURNER 122 8 


WASHING MACHINE 245 xs | 7 
a5). | 9? SMMemeiemmemmees sss 13 

TELEVISION 138 10 
VACUUM CLEANER (SO Sy 13 
REFRIGERATOR 199 i =—14 


good point is that 
in their minds these 
people are definite- 
ly committed to 
automatic heating, 
and while they are 
hesitating over pos- 
2 sible cost of gas, 
many can be sold 
oilheating if the in- 
dustry is able to re- 
move their objec- 
tions. The bad 
point is that some 
will put off from 
year to year any ac- 
tion, feeling that 
by next season they 
will surely be able 


PERCENT 


4 





to afford gas. 
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OF THOSE WHO WANT TO SWITCH FUELS, 
IMMEDIATE POSTWAR BUYING INTENTION IS: 


OIL BURNERS 5/% Ss 


On the other 
hand, the high per- 
cent of those desir- 
ing oil who will 
buy it immediately 
or in a year after 
restrictions are lift- 
ed cuts down the 
number who will 
buy in later years. 
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Notice that the verb used in that sentence 
was “buy,” not “be sold.” The buying 
public is already conditioned to give us 
a very flush first year with little effort on 
our part, but not so the second and suc- 
ceeding years. 

Depending upon how vigorously the 
oilheating industry starts “selling,” the 
years beyond the first one will be good or 
lean. That selling job cannot be put off 
until the end of the bonanza year... it 
must start fairly soon, for it takes time to 
build stronger public acceptance. Rela: 
tively few burner sales are ever made to 
people who are not reasonably receptive 


to the story. 


Cast Radiator Prices Up; 
Reconver. Pricing Example 
AN INCREASE OF ABOUT 8!/y per cent in 
manufacturers’ ceiling prices for cast iron 
tube radiation was announced August 17 
by the Office of Price Administration. 

The increase, which became effective 
August 22, 1945, raised manufacturers’ 
maximum prices by about 2!/2 cents net 
per square foot. This dollar-and-cent 
amount may be passed on by all resellers. 

Although the prices of manufacturers 
currently in production have been found 
to be generally fair and equitable, certain 
individual manufacturers are not cover’ 
ing factory costs, and others are below 
their total costs. Because of this situation, 
companies that normally are the leading 
producers of cast-iron tube radiation have 
either discontinued production or dras- 
tically reduced their output. 

The price increase of about 2/2 cents 
per square foot for cast iron tube radia- 
tion will cover total costs for the bulk of 
the industry, will remove price as an im- 
pediment to the continued and increased 
production of the commodity, and will 
thus make available heat emission units at 
prices which will still be considerably 
lower than those for alternative types. 
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Heating Show Announced 
January 26-30, Philadelphia 


THE INTERNATIONAL Heating & Ventilat- 
ing Exposition under the auspices of the 
ASH€&VE will be held in Philadelphia's 
Commercial Museum January 26 to 30 
inc. In prewar years oilburner and oil- 
heating equipment manufacturers par’ 
ticipated in these shows and probably will 
this time. 


September 
1945. 
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Low-Cost Hot Water 






Engineering Year-Round Jobs for Economy and Enjoyment 


by 
J.. W. Schulz 


ae 

HEY LOVED THE IDEA of sitting in 
the bath tub and letting the hot water run 
and run without ever running cold,” a 
burner dealer recently related, “and I 
told them they could have that. luxury. 
Now-a-days most of the burner owners in 
their neighborhood have that kind of hot 
water on tap, and it costs next to nothing 
no matter how much hot water is used. 
First I sold them a year-round water heat- 
ing hook-up for $260. Then, so they could 
use the hook-up, they had to buy the oil- 
burner for $315.” 


Thousands of oilburners for steam and 
hot water heating plants have been pur- 
chased because they can give year-round 
hot water automatically, loads of it, 
steaming hot, and practically for-free. Of 
course, the equipment has to be planned 
and installed properly. If you are inter- 
ested in piping details and instructions 
for selecting the proper size hot water 
tank and tank-type indirect water heater, 
read “Plenty of Hot Water,” the first ar- 
ticle in this series, which appeared in the 
August issue of FUELom & Oi HEAT. 


Fuel consumption data on hundreds of 
summer-winter installations made by 
dozens of dealers show that most summer- 
winter jobs can be considered fairly efh- 
cient. Having the boilers provide hot 
water on tap, as well as heat, raises oil 
consumption during the heating season 
very little if at all. For the summer, one 
extra oil delivery to a 275-gallon tank 
heats water for a five-room house. Still, 
check further into this and probably 
you'll find that the typical summer-winter 
installations in your locality use about 
twice as much oil in summer as is neces- 
sary. Improve them and you cut in half 
the summer oil consumption. The same 
improvements will cut oil consumption 
during the heating season by a few per 
cent. 

Why bother about improving these 
summer-winter jobs when their owners 
seem quite pleased with them the way 


fue/oi! 
é o// heat 


they are? Well, it may be a trade secret, 
but actually they can be much better. 
Public acceptance of oilheating and oil- 
heated hot water can be made just that 
much greater by improving them and sav- 
ing a few hundred gallons of oil yearly in 
typical homes. Besides, your improve- 
ments will give more hot water, especial- 
ly in summer, where this is needed. The 
improvements will give decidedly cleaner 
combustion and less smoke and soot, odd- 
ly enough, and to top that off, will re- 
duce breakdowns and service calls. All 
these things set you ahead of your com- 
petitors, particularly those offering stok- 
ers and gas heating equipment, for they 
give you just that much more sales-edge. 
The reputation for being able to produce 
especially good results on old installations 
where before-and-after data can be ob- 
tained, and on new installations as well, 
is something you would like to have. To 
get it, first produce the outstanding re- 
sults. 

Diags. 1 and 2 list the steps mii took 
the trouble from two trouble jobs. Check 
the fuel-saving features which were added 
to these installations against the charac- 
teristics of typical installations in your 
locality, and you can readily recognize 
how to save half the oil ordinarily used 
in summer. 

The “Before” of Diag. 1 is a sick water 
heating layout. The owner naturally had 
faith in the dealer who sold him the oil- 
burner about seven years ago. After sell- 


ing the burner, the dealer offered year- 
round water heating for $70 extra. Be. 
lieving he was buying the best, as the. 
burner was supposed to be, the owner ac- 
cepted instantly. What he got was a vest-- 
pocket size indirect water heater hooked 
to his 40-gallon vertical tank, and a tem: 
perature control for the steam boilerto 
keep it about 160° in summer. Even with. 
soft water, in about three years the heater- 
coil started clogging and the summer hot’ 
water grew cooler. Each time the service 
man was called because of insufficient hot 
water, he raised the boiler temperature 
by about ten degrees. When he could 
keep the boiler no hotter in summer with- 
out having it heat the radiators, and rec- 
ommended that the indirect water heater 
be replaced by another of the same size, 
the owner wisely obtained advice else- 
where. Asa result, at a cost of about $150 
the installation was renovated. A tank 
temperature control, wired in series with 
the boiler temperature control and set at 
120°, was installed to keep the burner 
idle in summer when the tank was warm 
enough, and the six other improvements 
listed in Diag. 1 were made. Although 
about three hot baths are drawn daily 
now that the family has more than enough 
hot water, and hot water is used lavish- 
ly for the family washing machine, for 
three summer months only 156 gallons of 
oil were used. The man who renovated 
the water heating layout boasts that if he 
had installed the oilburner and firebox, 
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Steel boiler fired 1.8 gph uses 1650 gallons oil 
from Sept. 1 to 


Diag.1 






May 31, and 140 gallons per month 
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water tank. Boiler temperature control set as high 
as possible without boiler steaming in summer. 


Complaint: 011 for water heating costs $12.88 per 


After 


1. Heater rated at 50 gallons (in three hours) re- 
Placed by heater rated at 120 gallons 

- Tank installed horizontally, high as possible 

- Water heater installed higher on boiler 

« Proper piping installed between heater and tank 

- Boiler and tank insulated by 2" rock wool; all 
warm piping insulated by exceptional covering 

- Gate valve and drain 
frequent flushing of heater coil 


Results: 


« No temperature control on 40-gullon hot 










Indirect water heater coil on 

No clean-out valves for heater coil 

Heater too low on boiler 

Tank low and in vertical position 

Butler "insulated" by 1/2" asbestos 
H.W. tank and piping not insulated 


month in summer; tank cold after one bath 









cock installed to permit 








Summer oil consumption reduced from 140 
to 52 gallons per month; three hot baths 
can be drawn in one hour 











the summer oil consumption would be less 
than 40 gallons per month. : 

Diag. 2 shows what happened in a 
Brooklyn boarding house. The “berler,” 
said the landlady, started and stopped just 
as much with the house empty all during 
the day as it did with the boarders help- 
ing themselves to loads of hot water eve- 
aings and early mornings. The repre- 
sentative of a boiler manufacturer, who 
had made the plans for the layout, tried 
to explain that of course the burner ran 
during the day to heat the tank which 
had been chilled in the early morning. 
The landlady countered with records of 
the burner starting and stopping, and 
proved that even when the tank was fully 
heated “the berler went right on using 
fuel earl.”” Two changes cut the summer 
oil consumption down to less than half: 
1. Insulating especially well all the hot 
equipment in the boiler room, including 
even the boiler base; 2. Installing a tank 
temperature control to keep the burner 
idle in summer when the tank is well 
heated. 


Many equipment dealers would not 
have considered the “Before” equipment 
of Diag. 2 defective or incomplete. These 
dealers would consider this equipment 
representative of good practice in plan- 
ning year-round layouts. Yet, making the 
two simple improvements did gain these 
advantages: 


1. FUEL SAVINGS. Oil consumption for 
the three summer months cut by a meas- 
ured total of 345 gallons. Yearly oil con- 
sumption cut by an estimated 500 to 600 
gallons. 

2. MORE HOT WATER, and hotter water 
in summer. Before the changes were 
made, the heating boiler was kept at 170° 
(setting of the temperature control lo- 
cated on the hottest part of the boiler) 
because keeping it hotter increased the 
oil consumption which was excessive at 
the start. This provided water scarcely 
hot enough to scald the dishes properly 
in the kitchen. After the changes were 
made, the boiler temperature automatical- 
ly rose to 195° (the new setting of the 
boiler temperature control) when the 
storage tank tended to chill, and in con- 
sequence the hot water from the faucets 
ran hotter than before. 


* 


3. CLEANER BURNING with less soot in 
the boiler room and réduced need to clean 
the boiler flues. The ten-minute oilburner 
“on” periods gave incomplete combustion 
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Diag2 


Before 


Boiler fired 2.5 gph; forced circulation hot water 
heating plant; 160-gallon hot water tank for one 
kitchen and six baths of boarding house. Indirect 
water heater rated at 250 gallons (in three hours). 
Tank, hot piping, and water heater not insulated; 
heating boiler poorly insulated. In summer, oil 
burner runs about ten minutes every hour and a 
half -- started and stopped by boiler temperature 











control 


After 
2. Tank 


Resul ts 





even with the flame set for low COs. 
After the changes were made the oilburn- 
er stayed idle for from five to ten hours, 
after a relatively long burner “‘on”’ period 
had heated the tank to the point of turn- 
ing off the tank temperature control. The 
next time it ran it had to heat a fairly 
cool heating boiler, consequently the 
burner operated for considerably longer 
than ten minutes. Using the tank tem- 
perature control gave a few clean-burn- 
ing, relatively long “on” periods in place 
of thg many short “on” periods the burn- 
er had earlier. 

4. The equipment room temperature 
was cut by about 30°, giving greater 
comfort in summer in the basement rooms. 

















Complaint: 200 gallons oil used per month in summer 


1. Excellent insulation installed on hot water tank, 
water heater, heating boiler, and hot water pene 


boiler temperature control set at 195. 


set at 170. 







temperature control installed and set at 125; 






: Summer oil consumption cut from 200 gallons 
per month to 85 





Excellent insulation for the boiler and 
hot water tank is worth its salt, of course, 
especially for equipment used 12 months 
of the year. Incidentally, this insulation 
was the costly item of the renovating job. 
Installing the tank temperature control 
and a new relay cost little by comparison. 

To sum up what already has been cov- 
ered in detail, here are the earmarks of a 
really efficient summer-winter water heat- 
ing layout which includes a hot water 
tank: 

1. The hot water storage tank is of 
proper size for the hot water require- 
ments. 

2. The tank is located high and in the 
horizontal position. 





Optional to connect 
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3. The indirect water heater is of am- 
ple capacity. With the boiler water at 
180°, the heater can raise the temperature 
of all the water in the tank 100° in about 
one and one-half to two hours. 


4. Piping details are correct for excel- 
lent circulation from the heater to the 
tank. The piping does not cause mixing 
of hot and cold water in the tank. Gate 
valves and drain cocks are provided to 
permit flushing out the heater coil and 
shell and, if necessary, control of the tank 
temperature in winter. 


5. The boiler, tank, water heater, and 
all warm piping are covered with espe- 
cially effective insulation. Don’t think of 
asbestos cement as effective insulation; 
think of two-inches of rock wool cover- 
ing, or 85% magnesia insulation. 

6. Halfway up the side of the hot 
water tank is a temperature control (a 
surface type will serve nicely) set at 
about 120° or 125°. It is wired to keep 
the burner idle in summer when the tank 
is warm enough. The boiler temperature 
control is set higher than it would be if 
no tank temperature control were used. 
This gives ample hot water when the tank 
does tend to chill, and permits the oil- 
burner to take a long run so that later it 
may remain idle for a relatively long time. 


7. The oilburner itself and the heating 
boiler must, of course, be at least toler- 
ably efficient if the summer oil consump- 
tion is to be low. The stack temperature 
should be low and the COz high. 

These seven earmarks of high efficiency 
for installations which have hot water 
storage tanks are the same, of course, for 
steam heating plants and hot water heat- 
ing plants. Steam plants which lack the 
tank temperature control can easily be 
fitted with it. The control simply is wired 
in series with the boiler temperature con- 
trol already on the heating boiler. You 
set the tank temperature control at about 
120° and the boiler temperature control 
almost as high as possible without the 
boiler’s steaming before this control stops 
the burner—at, say, 190° or 200°. On in- 
stallations with hot water tanks and in- 
direct heaters of ample size, with good in- 
sulation on the tanks and heating boilers, 
and with the other characteristics which 
make for high efficiencies, usually there 
will be a long “off” period for the oil- 
burner, six to ten hours, each time the 
tank control snaps “‘off’’ because the tank 
is well heated. 





Adding a tank temperature control to 
a forced circulation hot water heating 
plant is a bit more complicated, for a re- 
lay with two “load carrying contacts” 
may have to be installed in place of the 
simple relay used originally to permit a 
low-voltage room thermostat to start and 
stop the circulator motor. Diags. 3 and 4, 


set of load-carrying contacts shown in the 
diagram, and starts the circulator. Run- 
ning the circulator forces open the loaded 
check valves shown in Diag. 5 and gives 
heat to the radiators. One important dis- 
advantage of Diag. 3 is that Controls #1 
and #2 must be set high, at about 200°, 


_for the heating season if the radiators 
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cuit, in place of jumper 














Boiler Temp. 
Control 1-180° 








Boiler Temp. 
Control 2 -190° 











Oil Burner 
Control Panel 








Diag. a 














3 
xX 
& O 
Ss 
> Oil Burner 
‘S 





which show wiring diagrams suitable for 
the heating plant in Diag. 5, give a good 
understanding of this minor complica- 
tion. 

When the circuit of Diag. 3 is used, 
the hot water heating boiler is kept hot 
at all times throughout the summer and 
winter because Control #1, set at 150° 
in this example, starts and stops the oil- 
burner. Control #2 gives safety in event 
of trouble with Control #1 or its wir- 
ing. When the room thermostat cir- 
cuit closes because heat is needed, the 
circulator relay snaps in, closes the single 


are sized closely and 200° boiler tem- 
perature is needed for coldest days. Set- 
ting these controls that high causes the 
boiler to be at 200° 24-hours a-day all 
through the coldest months, increases the 
standby loss of the boiler, and increases 
the oil consumption. Also, with the boiler 
kept that hot, on many installations valve 
B must be placed in its nearly-closed posi- 
tion manually to prevent heating the hot 
water tank to an unnecessarily high tem- 
perature. Installation of a mixing or 
blending valve does offset this difficulty, 
however. 
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Diag. 4 can be used where you want 
to add a tank temperature control to an 
ordinary forced circulation summer-win- 
ter layout. It keeps the oilburner idle in 
summer when the hot water tank is well 
heated, and during the winter permits 
the boiler to become cool when neither 
the radiators nor the hot water tank need 
heat. 

The special relay for the circulator has 
two sets of load-carrying contacts, which 
are shown in the diagram. When the 
room thermostat circuit closes, both sets 
of contacts close. The left-hand set of con- 
tacts in the drawing starts the circulator, 
while the right-hand set gives current to 
the oil burner control panel. Thus the cir- 
culator and the oil burner start simul- 
taneously when heat is needed from the 
radiators. Controls #1 and #2 are in 
series with the live wire to the oil burner 
panel and serve as duplicate high limit 
controls. On certain installations, they 
may be set as high as 200° or even 220°. 

When the room thermostat circuit is 
open because the rooms are warm enough 
(and this circuit will stay open in sum- 
mer when no heat is needed), the oil- 
burner can be started by the tank tem- 
perature control, control #3 in Diags. 4 
and 5, which is set usually at about 120°. 
To increase the tank temperature in sum- 
mer, simply raise the setting of this con- 
trol, remembering that the temperature 
of the water that goes to the hot water 
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faucets is appreciably higher than the 
temperature for which this control is set. 
You don’t have to be too concerned about 
the exact setting of this control because 
on many installations it starts the burner 
satisfactorily, even when set at 110°, at 
the time when stone-cold water entering 
the tank rises to the level of the control— 
and at this time the top of the tank still 
is satisfactorily hot. 

Compared to use of a circuit which all 
during the winter keeps the boiler at 
about 200°, the circuit in Diag. 4 gives 
relatively smooth heat for many installa- 
tions. With Diag. 4, usually when the 
circulator starts the boiler is not at its 
maximum temperature, therefore the radi- 
ators are not flooded with steaming-hot 





water when just a small amount of heat 
is needed. 


Diag. 6 shows a gravity circulation hot 
water heating plant adapted to summer- 
winter operation through the installation 
of lever-operated valves or butterfly 
valves. To secure maximum fuel economy, 
the burner is wired to start only if (1) the 
butterfly valves open because heat is 
needed in the radiators, or (2) a tank 
temperature control closes a circuit be- 
cause the tank is chilling and the indirect 
water heater should become hot. Damper 
motors can be obtained with integral 
switches, which close and start the burn- 
ers when the damper motors open the 
valves. Or instead, a lever-operated switch 
can be linked to the levers of the butter- 
fly valves in such a way that opening of 
the valves closes a circuit and starts the 
burner. 


If needed to prevent the hot water tank 
from chilling on cold mornings when the 
circulator runs steadily for prolonged pe- 
riods, a reverse-acting temperature con- 
trol can be applied to either Diag. 3 or 
Diag. 4. For Diag. 3, this control can be 
installed in the live line to the circulator 
relay; or, if a low-voltage control is pre- 
ferred by the installer it may be wired in 
series with the room thermostat. In either 
location it will keep the circulator idle 
until the boiler temperature rises to the 
degree for which the control is set. 


For Diag. 4, the reverse-acting control, 
if used, would be installed in the live line 
from the special circulator relay to the 
circulator. It could not be installed in the 
thermostat circuit, as then it would pre- 
vent the relay from snapping in and start- 
ing the burner (as well as trying to start 

(Continued on page 60) 
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Gravity circulation hot water ‘heating plant 
fitted with lever-operated valves to adapt 
it to year-round water heating service. 


Room thermostat is connected only to damper 
motor which opens valves when heat is 
needed, closes them otherwise. Opening of 
valves closes a switch which starts oil 
burner. Temperature control on hot water 
tank can also start burner. Burner stays 
idle when tank is warm enough and no rad- 
iator heat is needed. Thus burner operates 
in summer only when tank chills. 


Two high limit controls, set about 180 or 
200, are in series with live leg to burner 
panel and serve at all times to stop oil 
burner when boiler temperature reaches the 
desired maximua. 


Butterfly Valves for Year-Round Hot Water 
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Future home builders are think- 
of ing modern heating into their 


he plans. Are you, Mr. Dealer, in 


en ee 


a position to play the important 
? and profitable role that will be 


e- expected of you? 


a It is time now to give thought to what 
be will be necessary for successful sale of 
Or oil burning space heaters, water heaters, 
re- 

in ranges and furnaces. 


er Carefully engineered and constructed prod- 
ucts are essential to successful merchan- 


dising, and care should be exercised that 





ol, i] the line of heaters you choose to sell will 


ne measure up fo the highest standards. 


he | For nearly 20 years Detroit Lubricator Com- 
er pany has produced “DL” Safety Float Valves 

| to these high standards— simple, sturdy con- 
struction assuring reliable service. Select a line 
of heaters equipped with “DL” Safety Float 


Valves. 
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Oil in the Troubled Pacific as the War’s End Approached 


Photos by 
Harold Corsini, for PAW 





Highway to Surabachi was paved with 
sweat, blood and death, but oil and gaso- 


line, dumped in shallow ditches in the 


volcanic ash helped subdue the island. similar to the one below, which contains 
5,000 drums of gasoline. These supple- 


ment a network of pipelines which criss- 
cross the island, provided power to blast 
the enemy. 


Scattered Over Saipan are barrel dumps 
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Saipan Loading Rack with long lines of}'¢ 4. 


trucks to carry the vital war fuel. 


G-| Dishwasher with self-contained heat 
unit in an immersion burner. This one 
burns gasoline, but other immersion heat- 
ers developed for war burned light distil- 
lates, such as diesel fuel. 
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nes Of} Submarine Pipeline Terminals were con- 
structed off-shore of Pacific islands taken 
from the Japs as quickly as landings were 
made. Tankers pulled alongside, hose line 
slung aboard and the cargo pumped into 
the under-water lines. 





While lwo Jima was disintegrating under 
ithe blows of American arms, the small 
but important island was being trans- 
formed into a base for diesel-powered 
naval craft. Although each drum of oil 
handled in the Pacific heat by perspiring 
soldiers weighed well over 300 pounds, 





its contents were sufficient to power a 
diesel engine for an almost negligible 
time. Consequently the vital cargoes of 
diesel fuel ferried to the beaches in LCT 
boats for transfer to trucks in seemingly 
endless succession. 








The On-Shore End of the submarine pipe- 
line. This picture was taken within a 
week after the original landing on the 
beach. The lines have flexible joints so 
pipe sections remain straight. 





Good Military Roads, of vital necessity 
to the armed forces’ transportation sys- 
tem, were built on Pacific islands, using 
petroleum asphalt. Whether the natives 
will be enticed by the roads to acquire 
automobiles and the other doubtful bene- 
fits of civilization is a matter of conjec- 
ture. 
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ONLY YORK-HEAT DISTRIBUTORS OFFER: 
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THE PROPER INSTALLATION of York-Heat by 
authorized distributors is guaranteed to every 
purchaser by one of America’s leading insurance 
companies. This Bond is a part of York-Heat’s 


COMPLETE PACKAGE PLAN 


This Plan . . . the most comprehensive ever sup- 
plied distributors in automatic heating equip- 
ment... also includes: 


1. America’s finest and most complete line of 
domestic, commercial, industrial, and marine 
oil-fired equipment. 


2. The only line with exclusive, patented fea- 
tures such as the Iris Shutter. 


3. Powerful, national consumer-advertising. 


4. Flexible, local, co-operative advertising plan, 
embracing newspapers, radio, direct mail, and 


Division of YORK-SHIPLEY, Inc. 


YORK, PA. 
Member Oil Heat Institute of America 


ry 








YORK-HEAT 
Buy More Bonds and Hold 


sales-helps. Designed to do a job for you. 


5. Streamlined, non-recourse, profit-sharing fi- 
nance plan. 


York-Heat backs its distributors to the hilt 

. . with every form of promotional activity, in- 
cluding full factory co-operation all the way... 
with a steady and increasing flow of deliveries. 
The York-Heat distributor does not have to live 
on hope until lengthy ‘‘reconversion”’ is finished. 
He’s getting York-Heat post-war equipment 
now, to supply frantic peace-time demand. 

There’s a clamoring market for York-Heat in 
your community. Someone will supply that de- 
mand ... and if the territory has not been 
assigned, it might as well be you. Apply today 
(on coupon below) for this valuable York-Heat 
franchise, and ride the tide of a seller’s market 
for years to come! 
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YORK-HEAT, Division ef YORK-SHIPLEY, Inc., YORK, PA. 


Gentlemen: 
I am interested in a York-Heat franchise for ( 


ae) ; 
Famous IRIS SHUTTER... Heating ) Industrial Heating ( ) Both 


supplies just the right amount 
of air to the burner, assur- 


ing the ideal air-and-oil mix- 


ture for perfect combustion a 


_ (F9) 


and. fuel-saving economy. 


Exclusive with York-Heat! 











Low Cost Hot Water 
(Continued from page 54) 


the circulator) when heat is needed and 
the boiler is cool. Interesting performance 
results from installing a reverse-acting 
control properly in Diag. 4, for when the 
room thermostat circuit closes while the 
boiler is cool (say below about 140°, for 
which the reverse-acting control may be 
set), first the oilburner starts when the 
special relay snaps in, and after the boiler 
temperature has been increased properly 
the circulator motor starts. 


Where new boilers for oilfiring are be- 
ing installed, important advantages are 
gained by using built-in indirect water 
heaters. Appearance of the completed in- 
stallations is far more attractive; installa- 
tion work is much simpler and less ex- 
pensive: The circulation of the hot boiler 
water around the water heating coil is 
better than in a regular indirect heater 
connected to an ordinary boiler. The 
dealers responsible for the installations 
must, of course, make certain that they 
buy boilers equipped with tank-type in- 
direct water heaters of adequate capacity 
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The Dongan Line 
Since Nineteen-Nine 
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We can now make immediate shipment of Don- 
gan Ignition Transformers for repair and re- 
placement purposes. Write us concerning your 
& 


DONGAN ELECTRIC MFG. CO. 


























Detroit 7, Mich. 
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for the hot water loads in the houses 
heated by the boilers. If there is doubt 
about the largest available heater’s being 
able to supply sufficient hot water, as 
there is in certain instances, a suitably 
larger hot water storage tank should be 
installed. 


Boilers equipped with built-in tankless 
type water heaters are appealing with 
their handsome appearance and the ease 
with which they settle the water heating 
problem. Some dealers have gotten into 
trouble with tankless heaters, however, 
through failure to understand them fully. 
For example, one dealer could not under- 
stand why the hot water faucets gave 
cool water when two were turned on, 
even though as he reported, “the tankless 
water heating coil is rated at delivering 
something like 100 or 120 gallons of hot 
water per hour.” Rated at two gallons- 
per-minute, a tankless heater should be 
able to heat 120 gallons of hot water in 
an hour if it delivers hot water steadily 
every minute of the hour and at a rate 
of exactly two gallons-per-minute. But 
this heater is not able to deliver hot water 
at five gallons-per-minute, even for three 
minutes and though it were idle the re- 
maining 57 minutes of the hour. 


Rate in Minutes 


To avoid trouble, think of tankless 
heater capacity only in terms of how 
much water the heater can deliver per- 
minute. Remember that with unusually 
high city water pressure, a single hot 
water faucet can give a flow rate of three 
gallons-per-minute. If you anticipate that 
two or three hot water outlets may be 
wide open in a house at the same time, 
be sure to allow for this in selecting the 
size of the tankless heater. 


One good way out of trouble with a 
tankless heater is to cut down the hot 
water pressure. Install a pressure reduc’ 
ing valve in the line to the heater to lower 
the pressure on the hot water faucets and 
cut down their maximum flow rate. Or. 
you may prefer this less expensive way 
to accomplish about the same result: in 
some way, throttle the flow of water to 
each hot water faucet. Do this separately 
for each faucet, working at the faucet or 
on the line which feeds each faucet. For 
one thing, you can remove a short nipple 
from a hot water line, fill it with solder, 
and then drill a small hole through the 
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THRUSH FLOW 
CONTROL 
VALVE — 








THRUSH CIRCULATION 


AUTOMATIC heating is a "must" in the homes of tomorrow ... and the finest home 
heating is not merely a blueprint for postwar development . . . it’s an actuality that is here 
right now! Thrush Forced Circulating Hot Water Heat assures that uniform, effortless heating 
and real home comfort which every one is seeking, with true fuel economy. Best of all it 
provides year around domestic hot water supply from the same heating installation very in- 
expensively. Are you keeping in touch with the plans of home builders and home seekers in 
your community? Tell them about Thrush Flow Control System and help write this better home 
heating into the specifications. You should also recommend Thrush x 
equipment for modernization work now. If not familiar with 
Thrush products, see your wholesaler today or write Dept. C-9, 


H. A. THRUSH & COMPANY ©°® _ PERU, INDIANA 
THRUSH WATER 
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solder, diameter perhaps 3/16” or 1/4” 
depending on the water pressure and the 
maximum rate of flow you plan to pro- 
vide for the particular fixture. It is not 
practical to attempt to cut the flow rates 
of several fixtures by installing an orifice 
in the one line which supplies all of them, 
as the result would be that the rate of 
flow from any given faucet would de- 
crease successively as additional faucets 
on the same line were opened; any one 
faucet, open alone, would give full flow, 
but opening several would give a dribble 
of water from each. 


Watch Boiler Capacity 


Don’t fail to provide extra boiler capac- 
ity for tankless water heaters of larger 
than domestic size. In a large building, 
for example, if five gallons of hot water 
were drawn every minute for one hour, 
the load would be 300 gallons of hot 
water in one hour. As heating one gallon 
of water 100°F. represents the same load 
as three and one-half sq. ft. of steam radi- 
ation, the water heating load in this build- 
ing would equal 1050 sq. ft. of steam 
radiation, and would call for increasing 
the size of the oil flame by something like 
3.0 gph. Accordingly, the boiler used for 
heating would have to be suitable for 3.0 
gph higher firing rate with this water 
heating load also carried by it. It is not 
unusual to find moderate-size apartment 
houses, institutions, and commercial 
buildings which have hot water loads esti- 
mated to equal about five gallons-per- 
minute for the one or two hours of peak 
load each day. 

One more admonition about tankless 
heaters: you treat them unfairly if you 
install them in hard water areas, unless 
the water going to them is softened. 

Certainly oilheated hot water has a 
splendid reputation among users of sum- 
mer-winter hot water hook-ups connected 
to steam and hot water heating systems. 
The indirect water heater does a wonder- 
ful job, even when installed as the slap- 
happy plumber or tinkerer usually installs 
it. But if you really want to build up the 
reputation of oil heat and oilheated hot 
water, just concentrate on making a few 
water heating installations perform as 
well as possible. Your efforts may bring 
you an added appreciation for oilheated 
hot water, as well as give the home own- 
ers in your city something new to talk 
about in the way of post-war marvels. 
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Joseph C. Cooper has been appointed 
a New England district representative for 
Williams Oil-O- 
Matic, leaving a con- 
nection as sales man- 
ager for Bemis & 
Call Co. Mr. Coop- 
er’s oilheating ex- 
perience in New 
England dates back 
to 1925 when he 
joined Petroleum 
Heat & Power Co. 
In 1930 he went to Gilbert & Barker Mfg. 
Co. as a divisional sales manager. 





Ed. J. Carey has been named vice- 
president and general manager of Bas- 
tian-Morley Co., 
Inc., Laporte, In- 
diana, manufac: 
turers of water heat- 
ers and boilers, dis- 
tributed nationally 
by the Crane Co., 
Chicago. Mr. Carey 
has been with the 
Company 23 years, 
the past 13 years as West Coast manager. 
Ray J. Rodier was at the same time made 
vice-president in charge of manufacturing. 





Howard J. Curran has been named 
Midwestern district representative for 
Williams Oil-O- 
Matic Div., Eureka 
Vacuum Cleaner 
Co. His background 
includes 21 years of 
sales and advertising 
experience with 
Western Electric 
Co., Chicago, The 

i Chicago Tribune, 
the Tri-City Star, Chicago Journal of 
Commerce and Kane Advertising Agency. 

Lester D. Linehan has been added as 
sales engineer to the staff of Penn Electric 
Switch Company's 
Chicago office. Edu- 
cated at the Univer- 
sity of Illinois and 
Armour Institute of 
technology, Linehan 
was a heating sales 
engineer for the Peo- 
ples Gas Co. in Chi- 
cago, and just prior 
to joining Penn was 
field engineer with U. S. Electrical Mo- 


tors, Inc. 








Lt. Richard C. Debler, son of Bill Deb- 
ler of Philadelphia, distributor of oil- 
burner supplies, was married on July 4 to 
Jane Quintanilla, daughter of Dr. Luis 
Quintanilla, former Mexican ambassador 
to Russia, in St. Teresita Church, Mex- 
ico City. 

John E. Haines has been advanced to 
become manager of the newly formed 
Commercial Con- 
trols Department 
of Minneapolis- 
Honeywell Regu 
lator Co. Until his 
new appointment, 
Haines had _ been 
manager of the com- 
pany’s Aircondition- 
ing Controls Div., 
having joined the 
company in 1929. The new Commer- 
cial Controls Dept. encompasses six sales 
divisions of the company: Aircondition- 
ing Controls Div., Moduflow Div., Rail- 
way Controls Div., Apartment Controls 
Div., Refrigeration Controls Div. and 
Aeronautical Div. 


J. W. Connolly, a director of Standard 
Oil Co. of New Jersey, and well known 
for his activities on various war industry 
committees, has been elected a director of 
Intava, Inc., a newly formed organization 
which coordinates foreign aviation mar- 
keting activities of Standard Oil Co., 
(N. J.) and Socony-Vacuum Oil Co., Inc. 

Robert H. Gardner has been appointed 
general sales manager of the A. M. Byers 
Co., Pittsburgh. He 
has been manager of 





the company’s 
Washington office 
since 1933, except 


for a four-year pe- 
riod ending in 1940 
during which he was 
manager of the com- 
pany’s steel pipe 
sales. He succeeds in 
the new post Myron 
J. Czarniecki, who died June 18. 

William T. Reed has been appointed 
manager of the Washington sales office 
of American Radiator & Standard Sani 
tary Corp. William H. Baker, Jr., was 
named assistant manager of their Pitts: 
burgh sales office and Frank E. O’Callag 
han, Jr., was made a staff assistant in the 
head office general sales department, all! 
effective Sept. 1. 
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these 
ADVANTAGES 
of the 
Timken Profit 
Franchise 


. Complete line of oil heat- 


ing equipment for new 
homes or for moderniza- 
tion. 


. Quality products which can 


be sold successfully at a 
profit. 


. Outstanding sales features, 


including the famous Tim- 
ken Wall-Flame principle 
which requires only one 
moving part. 


. Savings up to 25% in 


fuel and electricity costs, 
proved by reports from 
thousands of users. 


. Consistent national maga- 


zine and factory-paid key 
city newspaper advertising. 


. Well organized direct mail 


programs for dealer’s pros- 
pect lists. 


. Factory co-operation for 


dealer’s local advertising 
program. 


- Hard-hitting dealer sales 


helps and sales promotion 
material. 


. Factory conducted sales 


and service schools. 


Unmatched public accept- 
ance of all products. 


Year after year, the Timken 
franchise has consistently 
made more money for dealers 
~has been the most sought- 
after franchise wherever oil 
heating is sold. It is in every 
Sense the PROFIT FRAN- 
CHISE. 





















Investigate the 
TIMKEN PROFIT PROGRAM 


“Which oil burner will produce the 
largest volume of profit for me over a 
period of years?” 


Get the answer to that question and 
you'll know which burner you want to sell. 


Timken dealers already know the 
answer, for every dealer who ever worked 
with Timken has made more money with 
Timken than he ever made with any 
other burner. 


Does that sound too good to be true? 
Let us show you the facts. The Timken 
Silent Automatic Franchise pays off for 
two good reasons unique burner 





design that gets more heat from less fuel 
with minimum m<chanical attention .. . 
and a selling program that includes 
everything progressive dealers need. 


The high spots of the Timken set-up 
are given in the column at the left. Isn’t 
this the kind of franchise you want to 
have during the busy years just ahead? 
The demand for oil burners is already 
greater than it ever was before. You can 
make the most of this opportunity, if you 
sign up with Timken now. 


A request on your business letterhead 
will start the ball rolling. 


MEN 


Quality Home Appliances for Comfort, Convenience and Economy 
20 Years of Faithful Service to American Homes 


Division of THE TIMKEN-DETROIT AXLE CO., Detroit 32, Michigan 














Henry F. Dever has been elected presi- 
dent of the Brown Instrument Co., a 
wholly owned subsidiary of Minneapolis- 
Honeywell Regulator Co. Mr. Dever, 
who has been serving as vice-president in 
charge of research and engineering for 
Minneapolis-Honeywell, succeeds Charles 
B. Sweatt as president of Brown. Mr. 
Sweatt will now devote his entire atten- 
tion to supervision of the expanded sales 
activities of Honeywell and its subsidi- 
aries. 


Wallace E. Pratt, director and mem- 
ber of the executive committee of Stand- 
ard Oil Co. (N. J.), has retired from ac- 
tive participation in the company. One of 
the world’s outstanding geologists, Mr. 
Pratt rose in the practice of his profes- 
sion to attain one of the most important 
management positions in the oil industry. 
Mr. Pratt became best known to oilheat- 
ing men as the author of most of the 
source material in OHI’s booklet, “Oil 


for Tomorrow.” 


William B. duPont, manager of the In- 
dustrial Div. of the National Radiator 
Co., Johnstown, Pa., died in the Mercy 
Hospital in that city on August 9 after a 
short illness. He was 31 years old. Hav- 
ing obtained a masters degree at M.LT. 
in chemical engineering in 1939, he was 
a member of the American Society of 
Mechanical Engineers and the American 
Institute of Chemical Engineers. 


Charles K. Foster, director of the 
American Radiator and Standard Sani- 
tary Corp. and for more than 50 years 
prominently associated with the heating 
industry, died in New York on July 28, 
aged 77 years. He joined American Radi- 
ator in 1892 and was successively assist- 
ant secretary, general sales manager, vice- 
president in charge of sales, vice-president 
and treasurer and executive vice-presi- 
dent, until his retirement a few years 
ago. 


Edmund T. Dowd is the new manager 
of the control division of Vincent Brass & 
Copper Co., Minneapolis distributors for 
the Northwest territory of automatic con- 
trols made by Penn Electric Switch Co., 
Goshen, Ind. 


Joseph Elliott, Minneapolis, has been 
appointed to the sales staff of Petroleum 
Solvents Corp., New York, and will op- 
erate in the Northwest territory. Elliott 
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served overseas in both World Wars I 
and II. 


Frank P. Harbin, former general sales 
manager of the Fluid Heat Div. of An- 
chor Post Fence Co., Baltimore, is now 
sole national distributor for the Atlantic 
Steel Boiler Co., 21st & Washington 
Ave., Philadelphia, manufacturers of oil- 
fired steel domestic heating boilers. 


Capt. Ralph L. Tompkins, recently 
transferred to inactive duty of the Ma- 
rine Corps, has been appointed manager 
of the White Plains, N. Y., branch of 
Mack Trucks, Inc. 





Matheson Warns of 
Short Burner Supply 


“In spite of cancellation of lim- 
itation orders that makes it lawful 
to sell and install oilburners, there 
probably will not be a plentiful 
supply of equipment before the 
first of the year,” says W. A. 
Matheson, president of Oil Heat 
Institute of America and executive 
vice-president of Williams Oil-O- 
Matic, in a statement following V-J 
Day. “Burner manufacturers are 
caught in problems not only of their 
own reconversion, but also are de- 
pendent upon the reconversion of 
other industries that supply oilheat- 
ing parts and equipment. 

“Some industries were fortunate 
in that they made their peacetime 
products for the armed forces,” Mr. 
Matheson continued. “This was the 
case with fueloil. Reconversion con- 
sisted in large part of changing the 
routing of shipments. Equipment 
manufacturers must change over 
their plants to make entirely differ- 
ent products, and in some cases wait 
for others to do the same before 
they can get parts. 

“We expect that shortages of 
castings and other components will 
hold up any volume of burners for 
another 90 days at least. Dealers 
can be sure that burner manufac- 
turers are as anxious to ship equip- 
ment as the dealers are to receive 
it, and if it were possible, dealers 
would be receiving shipments faster 
than the burners could be installed. 
There will be no unnecessary delay 
in oilburner reconversion.” 














GORTON HEATING CorP., Cranford, N. J, 
has issued a new net trade price list No. 
45 on Gorton Equalizing Valves and Air 
Eliminators. 


MCDONNELL & MILLER, INC., Chicago, re- 
cently published an eight-page folder to 
show dealers what it has been doing in 
war work, demonstrating why deliveries 
were sometimes tardy on civilian items. 


ECONOMY PUMPS, INC., Hamilton, Ohio, 
has issued a 415-page book, “Pump En- 
gineering Data.” It contains many excel- 
lent tables, cross-section drawings of 
equipment and applications, and detail 
photographs. Sections of the book are de- 
voted to principles of pump engineering, 
double-suction single stage, horizontal 
split case pumps, small vertical split multi- 
stage pumps, sump pumps, return line 
vacuum heating pumps, condensation 
pumps, etc. Pump users and engineers 
may get copies on application. 


SHIPMATE CATALOG NO. 45, just issued by 
The Stamford Foundry Company, Stam- 
ford, Conn., describes the company’s line 
of Restaurant and Hotel Ranges. Sixteen 
different ranges are illustrated and de- 
scribed with complete technical informa- 
tion. Models are shown for coal, wood, 
oil, or stoker-fired operation. Distribution 
of Shipmate Restaurant and Hotel Ranges 
is limited at present to east of the Mis- 
sissippi River. 


MONARCH MANUFACTURING WORKS, INC., 
Philadelphia, has issued a complete re- 
vision of its Oilburner Accessory Cata- 
log D, giving more information than for- 
mer editions on nozzles and nozzle acces 
sories. Data not heretofore available is 
given on large capacity industrial oil noz- 
zles. It also illustrates and describes fuel 
units and pressure regulating valves. 


DOLE VALVE CO., Chicago, recently dis 
tributed a new loose leaf section illustrat’ 
ing and describing variable vent valves, 
vacuum valves, quick vent and float valves 
and related specialties. 


CROTTY MEG. CO., INC., has issued folders 
showing and describing fueloil preheat: 
ers, with data tables, and a boiler auxil- 
iary facility which can be installed in any 
standard make boiler to make possible 
rapid conversion from coal to oil, and con- 
versely. Illustrations on this show its ap’ 
plication to medium large horizontal boil- 


ers. 
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Airtemp Plans Expansion 


AIRTEMP DIVISION of Chrysler Corp., 
Dayton, Ohio, has announced plans for 
a $10,000,000 expansion program to start 
as soon as materials become available. A 
major item in the program will be a win- 
dowless, thoroughly air conditioned fac- 
tory building which will be lighted en- 
tirely by a reflected light. It is expected 
that work will be completed about six 


months after construction can be under- 
taken. 


Fitzgibbons Cites Record 


FITZGIBBONS’ WAR RECORD from July 
1942 to July 1945 is described in an at- 
tractive colorful six page folder being 
mailed to.a large group of selected archi- 
tects, engineers, heating contractors and 
wholesalers. 

A striking war map of Fitzgibbons bat- 
tle areas highlights this folder. Homer 
Addams, president and chairman of the 
Fitzgibbons Boiler Company, Inc., states: 
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scene for more than 3 years. 


When we are in a position to release this “prisoner-of-war,” it will 
be welcomed into thousands of American homes that have been im- 


patiently awaiting its return. 





the manufacture of the Her- 
co Residential Oil Burner have prevented its appearing on the sales 


The restrictions placed upon 


“We believe that the Fitzgibbons or- 
ganization has set an exceptional stand. 
ard in the speed with which it absorbed 
the stresses of new production, in the 
quality of its work, in the timeliness and 
regularity of its shipments, and in the 
variety and geographical spread of its 
war products. In other words, Fitzgibbons 
claims leadership in the production of 
fighting equipment, just as it has—and 
shortly will again—in the production of 
equipment for heating and air condition- 
ing comfort.” 


More “E” Awards Go to 
Firms of the Industry 


THE ARMY-NAVY “E” AWARD has been 
made to five more companies in or asso- 
ciated with the oilheating industry in re- 
cent weeks. 


AMERICAN RADIATOR €& Standard Sanitary 
Corporation’s Pittsburgh plant was given 
the “E” award on July 30. The award 
also was made to the Stamping Plant at 
Buffalo, N. Y., on July 24; the Baltimore 
Works on July 25, and to the Corpora- 
tion’s Chicago Branch on August 1. This 
brings to seven the number of Arco plants 
with the “E” flag. 


YORK-SHIPLEY, Inc., York, Pa., received 
its second white star for war production 
on July 28. This is York’s third such 
award. 


VIKING AIR CONDITIONING Corp., Cleve- 
land, was awarded the Army-Navy “E” 
for war production on the tenth anniver- 
sary of the company, August 3. 


KEWANEE BOILER CORP., Kewanee, IIl., 
was given its fifth “E” award for excel: 
lence in war product output on Aug. 13. 


ALLEN MFG. CO., Nashville, Tenn., was 
recently awarded the “E” flag for out: 
standing production of demolition bombs, 











If you are interested in being “chairman of the welcoming com- 
mittee” in your territory—send us your name and address today. We 
will contact you the minute we can make deliveries. 


HERCO OIL BURNER CORPORATION 
LANCASTER, PA. 


HERCO 





Western Stai+s Representative: 


Harold Winningham & Company 
Main Office: 

1112 Second St., Seattle, Washington 
: Branches In: 


San Francisco, Los Angeles, Salt Lake 
City, Denver and El Paso. 


The Oil- Thrifty 
OIL BURNER 





stationary and rotating gun turrets. The 
company points out that this honor has 
been received by less than four percent 
of all war plants. 


M-H Earning Up 


MIN NEAPOLIS-HONEYWELL has issued an 
interim statement which shows a net in’ 
come for the first six months of 1945 of 
$1,894,390.83, against $1,629,504.18 in 
the same period of 1944. Profit from op’ 
erations in the first half of this year stood 
at $7,323,855.89 compared with. $6,620, 
233.85 in the year b-fcre. 
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Better Heating - Better with Taco 


* NEW RADIANT BASEBOARD HEATING AT ITS BEST 


The new INVISIBLE HEAT—unobtrusive radiant baseboards as 
conveyors of room heating—is assured its best performance when 
a circulator is used to pump warm water through the system. The 
Taco Circulator, teamed with Taco Venturi Fittings, provides 
speedier, more uniform, better controlled radiant warmth. As a 
result home owners obtain maximum satisfaction from this new, 
revolutionary house heating method when Taco Circulators, Taco 
Tankless Heaters and other Taco specialized accessories for warm 
water radiator systems are installed in the famous “Taco-One” 
Venturi System. 


Consult your wholesaler or write Taco Heaters, Inc., for addi- 
tional information. 
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Timken Silent Automatic 
Holds Service Schools 


TIMKEN SILENT AUTOMATIC has com- 
pleted a series of seven elementary service 
and installation schools. Each school was 
of two-day duration and was designed to 
teach new men to install and service ro- 
tary equipment. The schools opened in 
Chicago on July 10, and moved to Mon- 
treal, Boston, Lewiston., Me, New York, 
Baltimore, and closed at Toronto, Sep- 
tember 3 and 4. 


At the same time 52 one-day refresher 
schools were held for older and more ex- 








__.._ Timken’s Boston School. 





perienced installation and service men 
a Sone dg who have been employed in care of wall. | 
se — | flame equipment. Milt Jordan, service 
manager for the company, was in charge 
of all schools. No new equipment was 
shown during the series of schools. 





Scully Licenses Canadian Firm 


SCULLY SIGNAL CO., Cambridge, Mass., 
manufacturer of Ventalarm fill signal for 
fueloil delivery, has licensed Empire 
Brass Mfg. Co., Lonton, Ontario, to 
manufacture and sell the product 
throughout the Dominion. Empire has 
branches in principal Canadian cities and 
handles general oil industry products 
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Westinghouse Buys Sturtevant 
B. F. STURTEVANT Co., Boston, Mass., 
pioneer in the design and manufacture 
of air handling and processing equip: 























ment, has been bought, A. W. Robert- Th 
son, Chairman of the Westinghouse Elec- of 
tric Corp. has announced. CG; 
Ow Kane NW, los The Sturtevant Company becomes 7 
hr wholly-owned Westinghouse subsidiary, 10 
operating as the B. F. Sturtevant Com- 
We’re ready right now to supply you with these superior noz- pany, a Division of Westinghouse Elec: bi 
zles in practically all sizes and in unlimited quantities. During tric. Management of the Sturtevant Com 
the war we made them for Uncle Sam, thousands and thousands pany was assumed by Westinghouse ‘iin 
of them for use all over the world. Today, with a background about Sept. 1. 
of invaluable wartime experience, we are making even finer 7 5 de 
nozzles than before—with uniformity of spray angle, capacity, Silent Flame Signs Walter pr 
and quality guaranteed. ROBERT WALSHIN of Walter Engineering sis 
i ia j : ial ; Co., Chicago, has taken the sole distribu: } 
i oeananang, (preane gees complete Sifermation tion of the Silent Flame high pressure oil- Gi 
about capacity, spray angle, quantity, etc. burner in the State of Illinois. The Wal: tol 
E D DIN G T 0 N M ETAL S Pp E CIA LT Y C 0. ter company has been engaged in service 
Aine x. EDDINGTON, caine and installation work for other sales #4 
| lets, and will not compete at retail with 
J | its customers. GI 
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!’m sold on Your Gilbarco!” 


There’s a real oil burner prospect! There are lots 
of prospects like that... already “sold” on 
Gilbarco. That’s because the enthusiasm of 
100,000 present day Gilbarco owners has been 
contagious to friends, family, neighbors. 

Gilbarco owners know that during the difficult 
war years Gilbarco units have given them 
dependable heat for fewer coupons... have 
proved Gilbarco reliability . . . and if ever a spare 
part was needed Gilbarco has supplied it. 
Gilbarco owners know these facts, and they’ve 
told other people about them. 


If you are in the business of selling oil burners, 





you'll want to give plenty of thought to the 
hundred thousand satisfied Gilbarco owners, the 
fine reputation of the Gilbarco name... and 
post-war models which have “sell” built into 


every inch of them. 








OIL BURNERS 


Some very profitable territories are still open west of the 


Appalachians. Drop us a line for complete information. 


GILBERT & BARKER MFG. CO. © WEST SPRINGFIELD, MASS. « TORONTO, CANADA 
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Division Managers Meet 


at Oil-O-Matic Plant 


NEWLY APPOINTED Oil-O-Matic division- 
al managers, each a former district repre- 
sentative of many years standing, met at 
the home office on Monday, August 6, for 
a week of intensive sales discussion and 
planning. A pre-meeting swing around 
their territories by the divisional man- 
agers, marked their official return to full- 
time sales duties after an interim on spe- 
cial wartime assignments. C. W. Cornels- 
sen, manager of Heating Sales, presided. 





ON OR OFF 
THE REEL 


THE DIAGRAMS 


show the difference be- 
tween GOODALL "New- 
type Cord" and fuel oil 
hose of ordinary con- 
struction . . . a distinc- 
tion that has an im- 
portant effect on delivery 
costs. 





"NEWTYPE CORD" 
"FUEL OIL HOSE 


Kinkproof, non-flattening construction; non-swell- 





When you buy 1-in. ‘‘New- 
type Cord,”’ its full inside di- 
ameter will be retained; but... 





ing "Synplastic” tube; light weight; easy to handle. 





These features mean a full, fast flow from truck 
to tank; less time for each delivery; MORE de- 
liveries per truck per day. Better put "Newtype" 
on your trucks NOW! 











With hose that flattens like this, 
you would actually get less flow 
than through ‘‘Newtype Cord’’ having only 1-in. diameter. 





Contact Our Nearest Branch or Main Office for Complete 
Information and Prices. 


WE ARE 
PARTICIPANTS IN THE 
j OWNERSHIP ed ee 






THE GOODALL-WHITEHEAD COMPANIES 
Philadelphia * Trenton * New York * Chicago ° Pittsburgh * Boston 
Los Angeles * San Francisco * Seattle * Salt Lake City * Houston 
Factory—Trenton, N. J. Established 1870 


oF 
NATIONAL SYNTHETIC RUBBER 
CORPORATION 

















While members of the factory sales and 
advertising departments presented com 
plete details of Oil-O-Matic’s action pro 
gram, the highlight of the meeting was 
the personal report submitted by the di- 
visional managers. These reports—based 
on personal contact and analysis—cover: 
The competitive situation in the divisional 
manager's territory; The condition of 
present dealers; The immediate needs of 
his dealers and territory; A five year es 
timate of sales in the territory (by types 
—conversion burners, oil-fired boilers, 
winter air conditioners). Two immediate 
objectives were set forth: 1. Man dis 
trict representative’s territories; 2. Secure 
dealers for present “open” towns. 


National Radiator Starts 
Vets Re-Employment Program 


RE-EMPLOYMENT OF VETERANS, 
than 500 of whom are former employees, 
is the aim of a new program inaugurated 
by National Radiator Company, E. W. 
Longacre, vice-president in charge of 
manufacturing, has announced. 

The re-employment plan has as its first 
objective, a scientific analysis of each job 
classification within the National organ 
ization. A personnel engineering firm has 
completed its survey at the company’s 
general offices, one plant in New Castle 
and one in Johnstown, and is making 
rapid steps toward the completion of this 
analysis throughout the various other Na 
tional plants. 

National Radiator has established a 
tested and proven interviewing program 
designed to match the veteran's physical 
and mental capabilities with the best 
suited type of employment. Skills ac 
quired by veterans while in the Armed 
Forces are investigated carefully to ascet 
tain if such specialized training can be 
utilized. 


more 
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Improved Gun Burner 


for No. 5 Fueloil 


C. L. RAYFIELD CO., Chicago, announces 
improvements in its two models of No. 5 
burning gun-type oilburners. The new 
features are now available in postwar 
models. Emphasized is a twin-cylinder 
compressor. One cylinder pumps com- 
pressed air, the other a compressed mix- 
ture of oil and air, which is distributed 
through a manifold valve head of new 
design to the nozzle and ejected under 





Render helpful profitable service 
to all your customers. Tell them 
how SiILOO removes gums and 
sludges, instantly relieves clogged 
filters and pipe lines, keeps fuel 
oil systems clear of water, and is a 
check on excessive smoke. SILOO 
is non-explosive, non-inflammable, 
non-corrosive, non-poisonous. It 
does not affect oil characteristics. 


PETROLEUM SOLVENTS CORPORATION 
Solvents For All Types of Petroleum Residues 
General Offices: 331 Madison Avenue, New York 17, N. Y. 
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- $1LOO treatment is simple, rapid, 
positive. At moderate cost it re- 
stores and maintains the function 
and efficiency in oil burners, space 
heaters, oil stoves, and lamps, 
and secures for your customer de- 
pendable heat, day and night. 
Write today for Dealer Proposi- 
tion, explaining how you can make 
every service call a profit call. 
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’ York, has designed a new type of com: 

























pressure. Part of the compressed air is 
fed into a small storage tank mounted on 
the draft tube. Whenever combustion is 
suspended, the system is automatically 
cleaned by the forcing of air from the 
storage tank through the valve head, oil 
tube and nozzle. 

Ignition is all electric, either intermit: 
tent or constant. Large transformers pro 
vide easy firing of the heavy No. 5 fuel 
oil . . . 12,000 volts for the 1 to 5 gallons 
model and 15,000 volts for the 3 to 12 
gallons model. 

The fuel oil is pre-heated by means of 
a patented method, with the newly im 
proved thermostatic control. 


© 


Combustion Chamber With 
Flexibility Features 








REFRACTORY & INSULATION CORP., New 


bustion chamber offering a maximum 





range of flexibility of application within 
a single unit. It consists of eight sections 
which can be set up quickly and locked 
with bonding clips. One set of pieces will 
make a round, pear-shaped or rectangu’ 
lar chamber for any style of heating plant 
and any firing rate from 1.00 to 1.65 Gph. 
For larger jobs extension pieces can be 


had. 





(Continued on page 82) 
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FLOOR FURNACES 





UTILITY HI-BOY 








No matter what line of 
burners or heating equipment 
you handle it will pay you to 
investigate KRESKY to round out your line. Unique among oil 
burners KRESKY burns a long flame with mechanical air induction, 
providing quick, clean, intensive heat at low cost. Simple in de- 
sign, trouble-free in operation. A 35 year record of dependability. 









‘The line includes: 
KRESKY FLOOR FURNACES: The original and still the only forced 
air, oil- fired:floor furnace bearing the Underwriters Label. 


KRESKY RANGE BURNERS: for converting wood or coal to oil. 
KRESKY burners have been adopted as standard equipment by most 
leading stove makers. « 


KRESKY HI, 1BOY: UTILITY FURNACE: for heating the home from 
garage or, atility-room. 


KRESKY JUNIOR FURNACE: forced air furnace for small homes. 


KRESKY water heaters and space heaters round out the line. 
Write for details of KRESKY attractive Dealer Merchandising Plan. 





FORCED AIR FURNACES 













KRESKY 


MANUFACTURING CO. 


Pioneers in Oil Burning Equipment Since 1910 


















FOR CONVERTING 
WOOD AND COAL 
RANGES 










PETALUMA CALIFORNIA 










Listed and Approved by 

i Underwriters’ Laboratories, Inc. 
To Burn No. 3 Oil 
(Diesel) or lighter 


WORLD. WIDE ACCEPTANCE WON BY PERFORMANCE 
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Steel Fire Boxes 


For 1 to 2.25 GPH 


STAINLESS STEEL fireboxes that can be ad- 
justed to handle fires from one to 2.25 
gallons per hour with the same unit have 
been announced by ABC Exchange, New 
Haven, Conn. It is known as the Penco 
3-in-1 firebox. The blast tube opening also 
can be adapted to fit the three most popu- 
lar sizes of domestic burners. The manu- 
facturer claims a reduction is effected in 
the stock of chamber sizes that a dealer 
need carry. 
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is measured and controlled directly on 
the truck meter and (3) the ticket 
printer provides a printed record of 
the transaction for both the customer 
and home office. Contact the nearest 
office and a Smith Meter Company 
representative will furnish complete 


information. 


SMITH METER COMPANY 


SUBSIDIARY OF A. O. SMITH CORPORATION 
Factory- 5743 Smithway, Los Angeles 22, Calif. 
SALES OFFICES: NEW YORK, CHICAGO, HOUSTON, LOS ANGELES 
Local Stocks at Convenient Points ¢ Local Agents In All Principal Cities 
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Here’s how more deliveries per day at 
lower cost can be attained! (1) The 
driver can pre-set the exact amount of 
oil to be delivered, (2) leave the truck 
and attend to the delivery himself at 
a distance of many yards. The delivery 


Illustrated, H-3Z Meter equipped 
with automatic set-stop, large nu- 
meral counter and ticket printer. 















The Pemco chamber is a one-piece 
stainless steel cylinder which can be in- 
stalled inside an old firebox. With units 
designed for oilfiring no backfill is neces- 
sary. The chamber is said to conform 
easily to any desired shape. It is patented 
(U. S. No. 2341622). 
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Gar Wood Readying 
New Oilfired Line 


GAR WOOD INDUSTRIES, Inc., is tooling for 
production of its new and improved line 
of automatic home heating equipment, it 
is announced by Glen A. Bassett, presi- 
dent. Added to the company’s experience 
of more than fifteen years since it pio- 
neered the boiler-burner .and furnace- 
burner units will be the improvements of 
recent research and development, he said. 

Donald J. Luty, manager of the heat- 
ing division, discloses that both the Tem- 
pered-Aire and boiler-burner units will 
be more compact and will operate at 
higher efficiency than their prewar prede- 





Gar Wood Unit 


cessors. The new models will be built al- 
most entirely of die formed parts which 
make possible easier assembly, better op- 
eration, simplified service, improved ap- 
pearance and a greatly expanded manv- 
facturing capacity, Mr. Luty said. 

All prewar Gar Wood heating equip: 
ment dealer franchises have been can: 
celled, and the company is now in an ag: 
gressive campaign to sign up new dealers, 
said Mr. Luty. In most cases the fran- 
chises are exclusive. Preference is given to 
dealers who carried the line before the 
war stopped production. 
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Bank on 


When the Pressure is on You Can 


Cyclotherm 







































































Cyclotherm Steam Generators are 
emerging from thewar with veteran 
reputations for delivering results 
under all kinds of service condi- 
tions. Thousands of Cyclotherm 
units have been in service through- 
out the world with the Army, Navy 
and Marine Corps. 

Whether you utilize steam for 
power, processing or heating there’s 
no job too tough for Cyclotherm. 


Its record of service is your best 
guarantee of its builders’ engineer- 
ing “know-how” and the quality 
built into a Cyclotherm unit. 
Cyclotherm units range from 10 
HP to 200 HP. They are completely 
self-contained, automatic, oil or 
gas fired. They are designed on 
unique principles of combustion 
that give top efficiency and ser- 
vice while holding operating and 














GENERATOR 





maintenance costs to a minimum. 

Cyclotherm comes to you assem- 
bled and tested, ready for immediate 
operation after oil, water, electrical 
and steam outlets are connected. No 
special foundation or stack is need- 
ed. This packaged steam generator 
will give you years of continuous, 
trouble-free, economical service. 

Orders are now accepted for 
early delivery. 


CYCLOTHERM CORPORATION - 90 BROAD STREET, NEW YORK 4, N. Y. 
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-— Readers’ Jorum 
PERFECTION STOVE CO. 
Cleveland, Ohio 


Editor: 

After I finished reading Frank J. 
Coonan’s interesting article, “For Va- 
porizing Burners,” which appeared in 
your August issue, I picked up the tele- 
phone and called Mr. Coonan to con- 
gratulate him on the preparation of such 
an excellent article. 

We will await with much interest the 
two articles which are to follow. Mr. 





Coonan deserves a vote of thanks from 
the manufacturers of vaporizing oil-burn- 
ing heating equipment for his courage in 
bringing out into the open a frank discus- 
sion of the mistakes which have been 
made by all of us. 
C. H. FOULDS, 
General Sales Manager. 


BOCK CORPORATION 
Madison, Wisconsin 
Editor: 
I have read “For Vaporizing Burners” 
in your August issue and doubt if I have 













Pe en er 





WILL oil continue to be the largest-selling 














type of automatic heating in the next five 
years? ... We believe it will— despite much 
_ stiffer competition! 




















© Member of America’s Favorite 
Petroleum Product Family... 

@ Already One of America’s 
Largest-Selling Fuel Oil Brands... 

® Backed by Great Resources — 
Tremendous Petroleum Research 
and Marketing Experience! 


Mobilheat 
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ever read an article in your magazine with 
which I have agreed more wholeheartedly, 

For years, I have always said that if we 
could only get servicemen who under- 
stood this type of burner. The question 
is probably one of education, and we, as 
manufacturers, are probably to blame as 
much as anyone else. It is going to be up 
to the manufacturers of vaporizing equip- 
ment to educate through literature, sales- 
representatives and schools of our own, 
if we are going to have the type of per- 
sonnel servicing our equipment that will 
result in customer satisfaction. 

We have also noted many times how 
apparently difficult it is for someone who 
has serviced pressure type burners to 
adapt themselves to the proper handling 
of the vaporizing type. They are so used 
to the rapid and positive action of this 
type of equipment, that they seem to be 
unable to catch the slower time periods 
required to gage the proper adjustment 
of the vaporizing type. 

Rotary burner servicemen, as a group, 
do considerably better at this work. How- 
ever, the best servicemen are those taken 
without former experience and trained 
for this class of work. These men, on the 
other hand, broaden out into an acquaint- 
ance with pressure and rotary type burn- 
ers and eventually make excellent all 
around servicemen. The writer believes 
that the process of education will work 
just as well the other way, if they will 
realize that there is considerable to be 
learned about vaporizing burners. Having 
serviced what appears to be a more com- 
plicated mechanism, they look on the va- 
porizing equipment as something very 
easy to handle, not realizing that much 
greater care is required in taking care of 
the details of adjustment. 

Like the German army, they have been 
used to easy victories and are therefore 
easy prey when confronted with chang- 
ing tactics for another device requiring 
considerable skill and care. I believe that 
articles, like that of Mr. Coonan’s, will 
do much to bring these things to the at- 
tention of the trade in general and there- 
by result in much good. 

O. L. BOCK. 


UNITED STATES SENATE 
Special Committee Investigating 
Petroleum Resources 
Editor: 
Reference is made to my earlier letter 
(Continued on page 90) 
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Now comes the supreme 
achievement of R & I’s 18 years 
of experience in the manufac- 
ture of refractories and other 
products for the oil-burner and 
industrial fields. R & I new 
Combustion Chamber is sensa- 
tional in design and construc- 
tion. Just read these advan- 
tages. 


This new Combustion Cham- 
ber consists of eight sections 
which can be set up quickly 
and locked with bonding clips. 
No cutting or fitting needed— 
no odd shapes to set up. 


One set of pieces will make a 
round, rectangular or pear- 
shaped Combustion Chamber 
to fit any make or style of burn- 
er or furnace, from 1 gal. to 1.65 gal. of oil per 
hour. Extension pieces can be obtained for 
larger jobs. 


Ample refractory cement for any job is fur- 
nished to make a 114” thick floor and provide 
sufficient cement to pack between Burner Blast 
tube and Chamber. 


The elongated hole in front of Chamber for 
the blast tube entrance allows for adjustment 
up or down of the height of nozzle. 


R & I Combustion Chamber will not burn out, 
decompose, crack or crumble during idleness. 
It withstands temperatures far beyond those 
required. 


Refractory & Insulation Corp. 


120 Wall Street New York 5, N. Y. 


Chicago 4, Ill. 
Detroit 26, Mich. 


Philadelphia 3, Pa. 
Newark 2, N. J. 


a New IMPROVED 
R & | Combustion Chamber! 





What’s more, it costs less to install than fire 
brick or other precast chambers. 


Other R & I Products used on oil burner jobs 
are: 


R & I Hearth Cement for rotary type burners; 
Stic-Tite Insulating Cement for covering tanks, 
fittings, boilers, etc.; #3000 Refractory Cement 
for bonding fire brick for large installations; 
Black Furnace Cement for sealing metal parts 


_ exposed to heat; Plastic Fire Brick; and Insul- 


fil rock wool for insulating in back of the 
chamber. 


Order from your supply house. If he cannot 
furnish, write us. Also write or mail the cou- 
pon for further particulars. 





REFRACTORY & INSULATION CORP. 
120 Wall Street 


sul-fil. 








New York 5, N. Y. 
You may send full particulars about the R & I products 
checked: [] Combustion Chamber [J Stic-Tite [] Hearth 
Cement [] #3000 Refractory [] Furnace Cement O In- 
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Readers Forum 


(Continued from page 86) 


in regard to joint hearings by this Com- 
mittee with the Surplus Property Sub- 
committee of the Senate Committee on 
Military Affairs and the Industrial Re- 
organization Subcommittee of the Senate 
Special Committee on Postwar Economic 
Policy and Planning with respect to the 
disposal of Government-owned pipelines, 
tankers and refineries and related facili- 
ties. 

In order to make these hearings fruit- 


ful, opinions and suggestions are being in- 
vited from industry and labor and from 
State and local governments which are 
interested in the disposal of these facili- 
ties. This information is designed to give 
the members of the Committees and the 
Committee staffs in advance of the hear- 
ings a clear understanding of the basic 
relevant facts and the nature of the issues 
involved. 

The Committees hope to be ready for 
public hearings by the end of September 
or early October. They are requesting 
you and others to whom this letter is be- 








3” Truck Pump 


GASOLINE TRANSFER PUMPS 


for 
REFUELERS OR TRANSPORTS 


Yale & Towne TRI-ROTOR Pumps are 
being used to refuel transport planes all 
over the world. These pumps are now 
available to the petroleum industry for 
commercial use. AA-5 priority is fe- 
quired, highest rating given preference. 
TRI-ROTOR Truck Pumps, as illustra- 
ted above, are the only modern low pres- 
sure pumps that have the high volumetric 
efficiency of a rotary pump plus the posi- 
tive handling characteristics of a piston 
pump. They operate without overheat- 


~YALE- 


MAKERS OF THE FAMOUS YALE LINES OF LOCKS, 





HARDWARE, HOISTS AND INDUSTRIAL TRUCKS 








2"’ Truck Pump 


ing, chewing, foaming, or agitating the 
product. Sizes, 5GPM — 200GPM. 

Only 3 moving parts assure— minimum 
maintenance — low operating cost. 

Three head styles—Solid, By-pass and 
Variable Volume Head—cover all types 
of truck pump installations. 

Please wire or mail your requirements 
to Pump Division, The Yale & Towne 
Manufacturing Company, 213 Henry St., 
Stamford, Connecticut. Representatives in 
major cities. 





ing addressed to submit a statement of the 
facts which you deem relevant and your 
suggestions with respect to the disposal 
of these facilities at the earliest possible 
date. 

It is my sincere hope that in this way 
the Committees as well as the witnesses 
will be better prepared to discuss intelli- 
gently the policies which should be fol- 
lowed with respect to the disposal of Gov- 
ernment-owned pipelines, tankers and re- 
fineries and related facilities. 

JOSEPH C. O’MAHONEY, 
Chairman. 


CARBON COAL CO. 
Des Moines, Iowa. 
Editor: 

We would like to obtain a separate re- 
print if available of the article in the Au- 
gust issue, by J. W. Schulz, captioned, 
“Plenty of Hot Water.” We have been 
reading his articles with interest for sev- 
eral years. 

MERLE S. CAMPBELL, 


Sales Supervisor. 


G. C. WINTER CO. 
Southbridge, Mass. 
Editor: 

Congratulations on your article, “For 
Vaporizing Burners,” in the August is- 
sue. I hope you make this available in 
book or pamphlet for for service men. 

R. G. TAYLOR. 


ROY B. HERRLING, 
Madison, Wis. 
Editor: 

Just a line to let you know I appreciate 
very much the articles by your Mr. J. W. 
Schulz. I have received much valuable 
information from his work. Keep it up. 
Also I will be anxiously waiting for the 
next two articles on vaporizing burners 
by Frank J. Coonan. 


ROY B. HERLING. 


© 
Pacific Company Expands 


PACIFIC COAST Heating and Appliance 
Co., Seattle, a division of the Pacific 
Coast Company, has been expanded to 
include household appliances in the lines 
it handles as wholesale distributor. The 
company operates in Oregon, Washing: 
ton and Alaska. 
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RUSTPROOFING 
LEAK PROOFING 


A Vital Treatment for Todays Boilers 

















Today's boilers have a big responsibility! They 
MUST keep heating plants going this winter without 
let-up or break-down! 


You can guarantee this heating plant efficiency and 
vital fuel economy for your customers by suggesting an 
"X" FLUSH & RUSTOFF treatment now .. . it keeps old 
boilers clean and healthy for their important jobs. 
When leaks occur, use "X" BOILER LIQUID of course 
... 'X" has been repairing old boilers and continuing 
them in active service since 1916. 


ths Samous "X" Lng, 
"y" FLUSH & RUSTOFF ° "y™ LIQUID 


"X" PIPECUT OIL 
"X" PIPEJOIN 





“X” LABORATORIES, inc. 25 WEST 45th ST., NEW YORK 
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Fueloil Delivery Problems 
(Continued from page 46) 
New Jersey which delivers large quanti- 
ties of gasoline and fuel. 

The marketing situation with this com- 
pany had changed from one where the 
summer season and the delivery of gaso- 
line was the more important one to a 
point where the winter season with its 
heavy demands for fueloil plus gasoline 
made it the outstanding season. Of neces- 
sity, this would have required a consider- 
able number of surplus vehicles standing 
idle during the summer season if all the 
vehicles were designed for the delivery 
of fueloil only. To overcome this situa- 
tion, a combination was designed which 
gave the desirable characteristic of per- 
mitting either the pumping of fueloil out 
or flowing the gasoline by gravity. This 
is accomplished by a change in the setting 
of the valves which constitute a part of 
the mechanism. 

Drawing Number 1050 illustrates the 
detail of the piping arrangement on this 
“Combination” Motor Fuel and Fueloil 
tank truck. A unit of this kind is used 
for the delivery of gasoline to retail out- 
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PUMP DISCHARGE 


Drawing 1050. Typical piping arrangement of combination fueloil and gasoline tank 
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PUMP INTAKE 


truck, with two meters located in right-hand underslung cabinet. 
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with Little or , 
No Radio Interference 


General Electric ignition transformers provide an 
unfailing high-voltage arc—even igniting oil as 
cold as minus 10 C when the line voltage is only 
70 per cent of normal. They also deliver ample 
current to overcome such conditions as cold 
spark points, and oil film on these points. 


Our Class E transformers (electrostatically bal- 
anced) are virtually radio-interference proof. The 
mid-point of the high-voltage winding is ground- 
ed, and a grounded electrostatic shield is in- 
corporated between the high- and the low-voltage 
windings. 


Where burner design requires a transformer with 
an ungrounded or end-grounded secondary, we 
recommend our Class F transformers in combi- 
nation with Pyranol capacitors or G-E filtering 
devices. 


Ask your nearest office for Bulletins GEA-912D 
and GEA-2587. We will also be glad to help you 
get replacement parts to keep your customers’ oil 
burners at top operating efficiency. General 
Electric Company, Schenectady, N. Y. 
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MAKERS OF AIR VALVES 


ORIFICE CONTROL 















Designed particularly for Oil Burning or automatically fired jobs. 


Air which fills each unheated radiator must be driven out by 
entering steam before heat is obtained. Using this air as a 
"cushion" and limiting or increasing its elimination time, the 
largest or smallest radiator, whether it be near or far from the 
boiler, can be heated at the same time,: thus balancing the job. 


The NYAVCO Orifice Control Air Valve, with its six variable 
venting ports, makes this possible. Has a definite metered disc, 
easily adjusted and then “locked in'' thus tamper-proof. Ad- 
justment does not depend on thread or needle valve principle. 


NYAVCO vents three to five times faster than ordinary valves, 
because of unusually large vent port. 
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SHOWING INSIDE : RA DUA 2 o 0 
CONSTRUCTION 














Disc shown in neck or control chamber of valve is set upon a hex ‘'seat'’ which fit into hex-socket on 
bottom of disc, thus presenting one size each time disc is picked out and reset. As each resetting is made 
— ee with .095—a reduction of the vent port is secured—thus .085—.075—.065—.055 and the smallest 
port of .045. 


New York Air Valve Corporation, 611-621 Broadway, New York 























THE WAR IS OVER 
THE OIL BURNER BUSINESS WILL BOOM 


GENERAL IS READY 
WITH FUEL OIL FILTERS 


to meet the demands of the manufacturer, jobber and dealer. 


MANUFACTURERS—Now is the time to specify a good fuel 
oil filter on your burner to maintain the reputation of your 
equipment. GENERAL IS READY with two outstanding fuel 
oil filters—Models 2A-300 and 1A-25—satisfactory, dependable, 
a fine record in the field. 


JOBBER—Dealers, service men, etc., are going to use a large 
number of filters this fall. To insure delivery stock now. 


DEALER—Make a practice of installing a General Fuel Oil 
Filter with each oil burner installation. Satisfy your customer 
and make good profits. Stocks at all leading jobbers. 





Low Priced Model IA-25 De Luxe Model 2A-300 
Both filters listed under Reexamination Service of Underwriters’ Laboratories, Inc. 


GENERAL FILTERS, INC. 


14435 GRAND RIVER AVENUE - DETROIT 27, MICHIGAN 
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‘lets during the spring, summer and fall 
and to assist in the delivery of fueloil to 
homes during the winter months. 


In order to speed up the delivery of 
gasoline, it is customary to fit in each tank 
truck unit two (2) pieces of meter equip- 
ment. Both meters on this “Combination” 
type of vehicle can be used for discharg- 
ing gasoline by gravity. When the truck 
is used in fueloil service, all product is 
pumped through one of the meter assem- 
blies, and this meter is equipped with a 
ticket printing device. 

The tank compartments are fitted with 
3-inch emergency outlet valves, each 
fitted with a 3-inch pipe line which ter- 
minates in a manifold made up of 3-inch 
cross valves. In order to handle two (2) 
or more grades of gasoline with the mini- 
mum amount of contamination, the cross 
valve manifold is fitted with one or more 
gate valves separating the compartment 
lines or gallonage in accordance with the 
actual conditions that suit the particular 
route or trade the truck is to service. 

As indicated in Drawing No. 1050, 
each end of the manifold is fitted with a 
3-inch pipe line which leads directly into 





Photographs 3 and 4. All four rear wheels are drivers. This type was first developed 
for Army use in Louisiana maneuvers and later used in the sandy soil of North Africa. 





each meter assembly. Each meter is fitted 
with a pre-determined stop, combination 
strainer, and air eliminator, and the out- 
let made so as to take a 24-inch gravity 


discharge hose. Under normal operating 
conditions each hose is capable of dis- 
charging at the rate of approximately 80 
gallons per minute. 
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To insure Coupling Success 
of your installations 















G.P.H.!! [- R FLEYIBLE ) 
COUPLINGS | | ° 

| For OIL BURNERS ; 
AIR CONDITIONING 
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Specially de- 
signed for these 
services. Du- | 
rable. Depend- | 
i able. Quiet. 





Close tolerances? Yes, but nowadays this 
is just the regular capacity tolerance of one 
of the small gallonage F-80 nozzles. ... 
For certain special requirements capacities 
are being held to half the regular tolerance! 


You can depend on the uniformity of Mon- 
arch nozzles because each one is indi- 
vidually checked for capacity against the 
flow of a calibrated master sample, and 
any outside the proper range are rejected. 


IMMEDIATE 
DELIVERIES 
from STOCK 


2- and 3-piece, all 
sizes. Wire or write 
for details and prices. 


LOVEJOY FLEXIBLE COUPLING CO., 


5012 W. LAKE STREET 


Mfrs. of blower wheels 
with L-R jaws integral 
with hub. 





Do you have the latest catalog D? 


CHICAGO 44, ILLINOIS 


MONARCH MFG. WORKS, INC. 
E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 
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.. With styling and design features 
suggested by You 


Here it is at last... the new Heil oil 
heating line we have been telling you 
about, but couldn’t show you until 
the war was over. Yes, it’s just as we 
promised. New from heat exchangers 
to casings, every model is packed with 
features you dealers told us you 
wanted to put you out in front of 
the postwar competition. 

You wanted new, thrilling and dis- 
tinctive styling that would sell your 
prospects on sight. Here it is... 
done by one of the country’s leading 
industrial designers. You wanted im- 
proved accessibility of all parts to 
reduce service time. Here it is... 


with every detail engineered to make 


your work easier and more profitable.. 


You wanted a complete line with 


identical construction features in 


every model. Here it is... stendard- 
ized throughout the line for simpli- 
fied selling. You wanted quieter, 
smoother and more efficient opera- 
tion. Here it is... every part of every 
model incorporating features you 
suggested for utmost customer satis- 


faction. 


GET THE FACTS OF A HEIL 
FRANCHISE BEFORE YOU DECIDE 


Your profits are at stake... so be sure 
you look at Heil before you choose 
the equipment you will sell. Get your 
copy of the new preview booklet that 
shows all the models and tells the 
whole story of what a Heil franchise 
means in sales, profits and real mer- 
chandising assistance. Many desir- 
able territories are open for aggres- 
sive dealers and distributors. 





GENERAL OFFICES @© MILWAUKEE 1, WISCONSIN 





FREE 


Send today for 
your copy of 
this preview 
booklet of the 
New Heil Line 


The Heil Company, Dept. F 9 
Milwaukee 1, Wisconsin 


Send me your book showing full color repro- 
ductions of new Heil models and details about 
the Heil franchise. , : 





Manufacturers of Luaality ptutomatic Heating Equipment Stace (924 ' 


Each end of the manifold is fitted with 
a 3-inch gate valve, both of which are 
closed when steaming or cleaning out 
truck tank compartments, pipe lines and 
manifolds are also closed when truck is 
used in fueloil delivery service. In piping 
Drawing No. 1050, two (2) of the cross 
valves in the manifold are fitted with bot- 
tom outlets: One of these outlets is fitted 
with a’ pipe line which leads to the suc- 
tion: side of the pump. The other cross 
valve is fitted with a pipe plug, and this 
is used in draining the flushing liquid 
after cleaning. 

The pipe line from the discharge side 
of the pump is connected to the rear end 
of the manifold so that the pumped prod- 
uct is forced through the rear meter as- 
sembly. The outlet side of the meter is 
~ fitted with a 2-inch pipe line which leads 
to the hose reel assembly. The hose reel is 
usually fitted with a minimum of 75 feet 
of 1'%-inch hose. The fueloil is dis- 
charged through the hose reel at a rate 
between 50 and 70 gallons per minute. 
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Photographs 5 and 6. Semi-trailer types 
used in retail delivery service. 
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All Sizes in Stock 
275, 550, 1000, i 0 L T 
ses” FUEL OIL TANK 
Swelco tank features: Double dished style heads. 
Embossed and pierced for spud openings. Fitted 

for pipe legs. 


STATE STREET WELDING CO. 
670 STATE STREET, NEW HAVEN 6, CONN. 
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OHIO 
MOTORS 


Add to the appearance of and provide 
reliable power for modern appliances 








Types—Split Phase and Capacitor 
Speeds—1140, 1725, 3500 RPM 
Power—1/20 to 2 HP, depending on speed 
Voltages—Up to 220 A. C. 
Frequencies—60, 50 and 25 cycles 
Bases—Solid, Resilient or Flange 
Mountings—Horizontal, Sidewall, Ceiling or Vertical, 
with shaft up or down 


What is your problem? 


THE OHIO ELECTRIC MFG. CO. 


5913 MAURICE AVE., CLEVELAND 4, OHIO 
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Another combination of conditions I 
have had to meet was solved through the 
design of a unit which consisted of a 1750 
gallon fueloil tank being mounted on a 
Ford COE chassis fitted with a Thornton 
axle with tandem rear axle drive, lock- 
ing differential and coincidental shift. 
These vehicles met the requirements im- 
posed by the U. S. Army who were hold- 
ing maneuvers in Louisiana and Tennes- 
see over terrain which the average 4- 
wheel 2-wheel drive truck could not ne- 
gotiate. Power being applied to the four 
rear wheels resulted in this condition be- 
ing met in an ideal and economical man- 
ner and, in turn, gave our company a 
type of equipment that could be operated 
economically under serious winter weath- 
er conditions encountered in some of. the 
northern states in which we operate. In- 
cidentally, it may interest you to know 
that after the Army Maneuvers were 
over, a portion of this group of vehicles 
were shipped to North Africa where they 
were ideally suited to meet the off-road 
conditions encountered at many of our 
airports in that area. See Picture Nos. 3 
and 4. 


Tractor Semi-Trailers 


We have employed in the hauling of 
fueloil another type of equipment; name- 
ly, the tractor—semi-trailer type of unit. 
Two units of this type are illustrated in 
Picture Nos. 5 and 6. 


Picture No. 5 illustrates a 5500 gallon 
Davis semi-trailer tank powered by an In- 
ternational tractor and is used for the 
transporting of product from terminals 
to bulk stations. Picture No. 6 illustrates 
a 3100 gallon Heil semi-trailer tank pow- 
ered by a Ford tractor. This unit is at 
present employed in the retail delivery 
service having been transferred from bulk 
hauling service from a state which raised 
its gross weight permissible loads under 
the impact of war-time conditions. 


I have no hesitancy in saying that in 
those areas where climatic conditions are 
favorable this type of design should give 
satisfaction and excellent results in retail 
delivery service provided proper mechan- 
ical selection is made and operators are 
properly trained in its use. In some ways, 
which I will discuss in the next of this 
series, there are certain advantages to be 
derived from the use of this design which 
make it advisable to use whenever possi- 
ble. 
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KOVEN 
WATERFILM 


BOILERS 











This Boiler Burner unit with side 
panel removed shows accessibility 
of burner and all controls. 


THE BOILER BURNER UNIT 
for 
ECONOMICAL QUICK HEAT 


The patented construction of the WATERFILM BOILER 
incorporates all the newest scientific improvements to 
bring you quick heat, even room temperature and a plenti- 
ful supply of domestic hot water. These fast steaming 
WATERFILM BOILERS are made for automatic firing with 
oil, stoker or gas... available in models designed to meet 
the heating requirements of the large or small home, as 
well as apartment houses and industrial plants. More com- 
plete information may be had by writing to: 


WATERFILM BOILERS, Inc. 


154 OGDEN AVENUE, JERSEY CITY 7, N. J. 
PLANTS: JERSEY CITY, N.J. * DOVER, N. J. 
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Still the choice 

of leading boil- 

er manufacturers 
and heating men 
after 20 years’ 
nationwide service. 





THE VINCO CO., Inc. 
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305 E. 45 Street, New York | 





















AIR ELIMINATORS 


CIRCULATION TROUBLES? 


| Don't fight air pockets or traps in hot or 
| cold circulating lines! “‘Get that air out of 
| 


“ And Keep It 
Out With 


AUTO-VENT 





there” and keep it out simply by 
installing the No. 7 Maid O’-Mist 





Automatic Air Vent. This reliable 








For sale by all | 
wholesalers of | 








air vent has a self-closing float- 
controlled valve and is designed 
especially for circulating pipe 
lines, convector radiators, unit 
heaters, cooling manifolds, tanks, 
diesel engines, or any other ap- 
plication where air pockets or 
traps retard the free circulation of 
liquids. For pressures up to 75 











plumbing and | 

heating supplies. | 

Ask For Folder 
ome 








17, N. Y. | 3221 


| CHICAGO 41 





NORTH PULASKI 


lbs. Bright brass finish. 
APPROVED FOR NAVY. MARITIME 





COMMISSION AND ARMY USE 
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PUMPS FOR THE PETROLEUM INDUSTRY  é 
: re a va 

which explains why the “Bucket Design” (swinging vane principle) auto- i 
matically compensates for wear and how the buckets, when finally worn out, by | 
are easily replaced and the pump restored to its normal capacity. T 
HAND PUMPS BULK PUMPS TRUCK PUMPS Fire 

1% to 25 GPM. For barrel 50 to 750 GPM 35-50-90 GPM ; 
or tank service. Single or twin. Double Bearing. for 
floo: 
BLACKMER PUMP COMPANY = 2170 century avenue GRAND RAPIDS 9, MICH. Vv 
chat 
Reconversion Pause will provide employment, OPA is anx- more questionnaires, which it undoubted- pa 
ious to get a satisfactory formula for rais- ly will. -- 
(Continued from page 38) : 8 y foe ; a ; nel 

ing burner prices by some modest amount, Higher price ceilings at the retail level 

Since no one knows the average indus: _ if the industry feels that it must have the apparently must await a determination 180 
try profit for those years, not much can increase to put on full steam. According- of factory prices. Meanwhile a few deal- the. 
be done about it until someone digs it ly, on August 20th, the man in charge of ers have taken matters into their own sa be 
out. Moreover, no increase is allowed un- burner price at OPA stated that he hands, with some rather fantastic prices B 
der that formula for overhead expense. would promptly send auditors into a few being reported, which in the long run do tron 
But as a stop-gap it does provide a little representative burner plants, large and the industry no good. C 
temporary relief. small, to try and determine with their ac- Few industries were hit harder by the shay 
Realizing that the public is willing to countants just what price relief is needed. war than oilheating. There are still some halt 
buy a lot of oilburners right away, and This step was taken in the belief that it headaches ahead, but at least they are of tory 
recognizing that making those burners would get faster action than sending out a fresh variety. 
be | 
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Direct-Fired Heater 
Designed For Suspension 


A COMPACT, heat-producing and distribut- 
ing unit, burning either gas or oil and de- 
signed especially for suspension from 
walls or roof trusses has been announced 
by Dravo Corp., Pittsburgh 22. 

The new design, called Dravo Direct 
Fired Heater, suspended type, is intended 
for use where space for the conventional 
floor space units is not available. 

Warm air from the heater can be dis- 
charged in any direction by regulating the 
adjustment of the nozzles. There are 
directional louvres on each nozzle to chan- 
nel the flow up or down at velocities of 
1800 to 2000 feet per minute, enabling 
the heaters to be located. from roof trusses 
or wall brackets 30 feet above the floor. 

Btu. output per hour capacities range 
from 300,000 to 1,650,000. 

Combustion takes place in a tear-drop 
shaped combustion chamber, the lower 
half of which is lined with plastic refrac- 
tory molded to the metal wall. An in- 
genious system of passes brings the air to 
be heated in contact with the heating ele- 
ments four times. 

} 


All Gas Heating 
Restrictions Are Off 


ON AUGUST 20, Edward Falck, Director 
of the Office of War Utilities, informed 
all manufactured gas utilities that he was 
withdrawing all requests by OWU that 
companies refrain from promotional sales 
campaigns to add new space heating and 
industrial consumption, requests that had 
been made last month under the prodding 
of OHI and PAW, who felt we were fac- 
ing a tight fueloil supply in the season 
ahead. 

At the same time Order U-7 was re- 
voked, thus removing all selling limita- 
tions from natural and mixed gas utilities. 
Many of these companies had previously 
been freed, but not those in the Appala- 
chian region. 


Triangle Oil, Arrow Merge 


P. J. HEALY, President of Arrow Petro- 
leum Co., announces the merger of the 
Triangle Oil Company with the Arrow 
Petroleum Co. The merged companies 
will operate under the name of Arrow 
Petroleum Co. 
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Make More Money as a 


REASON WHY..- You Can 


EXCLUSIVE DESIGN OF “(72Z224@ BURNER 
PROVIDES CLEAN, SMOKELESS COMBUSTION 
AT VERY HIGH EFFICIENCY, USING LOW- 







Second- 
ary Air 
completes 
process 
necessary 
for 
smokeless 
com- 
bustion. 


Primary Air Ports 
for premixture of 
air and oil vapors. 


COST FURNACE OIL 


Prepared 
gases 
burn here. 









Patented Elec- 
tric Igniter. Oil enters 


burner here. 


n H. C. Little Dealer 

















(This is Advertisement 
#1 in o Series of Eight) 


THESE ARE THE 
OTHER REASONS 


—Exclusive Cl 
Electric Ignition 


— 40% Quicker Burner 
Installation 


— Absence of Service 


— Complete Range of 
Burner Sizes 


—No Noise, Roar or 
Pulsation 


— Complete Line of 
Factory assembled 
Units 


— Designed for the 
BIG Market of 
Small Homes 


WRITE FOR A COPY 
OF “How to Get Real 
Profits in Post war 
Heating" andlearn ALL 
the reasons why you can 
. make more money as an 
H. C. Little dealer. 


Dept. 9 
San Rafael, Calif. 


Branch Offices from Coast to Coast 





When heavy furnace oil is used in the or- 
dinary vaporizing type burner, it is smmediately 
subjected to high temperatures and it “cracks”. 
The light vapors thus formed pass off and 
are burned. The heavy residue thrown down 
is deposited as soot or hard carbon. 


In the Patented H. C. Little burner, heavy 
furnace oil first enters the relatively cool front 
end, where it is subjected to a /ow initial 
temperature. The more volatile fractions are 
vaporized first and then, as the oil flows 
towards the rear of the burner the temperature 
gradually increases and the less volatile fractions 
are progressively vaporized. They are thorough- 
ly mixed with air, under proper conditions of 
temperature for complete “preoxygenation”’. 
Heavy furnace oil is thus prepared for com- 
plete and efficient combustion without cracking 
and with no deposit of soot or carbon. 


This is PROGRESSIVE LOW-TEM- 
PERATURE CARBURETION, an exclusive 
principle in the patented H.C. Little oil burner 
...one of eight important competitive advan- 
tages which enable H.C. Little dealers to build 
a big sales volume, at a profit. 








The Greatest Name in Low-Cost Automatic Oil Heat for Small Homes 
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Arrow will now operate five bulk 
plants and one marine terminal, in the 
Metropolitan Chicago Area, having a 
total storage capacity in excess of 10,- 
000,000 gallons for their fuel oil opera- 
tion. 


Arrow Handles G-E 


Arrow is the authorized dealer for the 
sale and service of General Electric oil 
burning equipment in this area. Arrow 
also sells gasoline to commercial and re- 
sale accounts, operates a Road Depart- 
ment for the construction of highways, 


airports, resurfacing and repairs of ex- 
isting roads, etc., and owns and operates 
a refinery located at Centralia, Illinois. 

C. R. Jonswold, formerly President of 
Triangle Oil Company, has been elected 
Vice President and General Manager of 
Arrow Petroleum Co. Mr. Jonswold has 
over twenty years of experience in fuel 
oil and other petroleum products. He is 
active in war-time industry problems and 
has served on many committees. He is a 
Director of the Oil-Heat Institute of 
America, Inc, and National Chairman 
of the Distribution Division of O.HLI. 
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burner field. 


BETTENDORF OIL 


\ 





BETTENDORE o7:/ burners 


maintain pre-war quality 


Manufactured by the Bettendorf Oil Burn- 
er Co., in their new modern plant at Mar- 
shalltown, Iowa, Bettendorf burners incor- 
porate the pre-war high standards in design, 
materials and workmanship which guaran- 
tees the continuation of preference in the oil 
Bettendorf burners are now 
available in limited quantities. 


BURNER COMPANY 
Marshalltown, Iowa 



















The other officers of Arrow Petroleum 
Co. are: H. P. Morrall, Vice President: 
R. G. Satterley, Vice President; H. W. 
Boedeker, Treasurer; Lillian G. Healy, 


Secretary. 


Expect Vast Expansion 


of Consumer Credit 


“LET'S NOT. KID OURSELVES,” W. A. 
Matheson says in an article in this issue, 
“people are not going to dash pell mell to 
cash in war bonds to buy oilheating 
equipment.” And Mr. Matheson un- 


, doubtedly is right in his statement. Peo- 


ple who have the security of a comfort- 
able financial cushion for the first time in 
years are going to be hard to separate 
from it. Perhaps it won't be necessary for 
them to spend this reserve in order to buy 
the things they need. 


Credit Totals Low 


Figures from the Federal Reserve 
Board show that consumer credit has 
shrunk from a 1941 high of $6,800,000,- 
000 in installment sales out of a total of 
$54,500,000,000 retail business, or more 
than 12%, toa 1944 low of $2,300,000,- 
000 in time sales out of a total of $69, 
300,000,000 of retail business, or 3.3%. 
The Federal Reserve Board has exercised 
strict control over consumer credit, limit- 
ing the length of payment, and setting 
the required down payment. These limita- 
tions probably will continue into the im- 
mediate future, at least, but it is expected 
that installment sales in the early post- 
war period will be greater than the 1941 
record. Cash sales, which has risen stead 
ily from $27.2 billion in 1939 and $36.3 
billion in 1941, reached a new high at 
$54.2 billion in 1944. Charge account 
sales have been steady since 1941. 

Though cash transactions will continue 
to account for a major part of the entire 
retail volume of business, competent ob- 
servers expect installment selling to in- 
crease to new heights in the immediate 
postwar years. 

Indicative of the installment volume 
that may be expected is an estimate re 
cently made by FHA, which expects im- 
provements and repair of real property 
will amount to $3,000,000,000 in the first 
12 months after wartime restrictions are 
removed. Loans made by FHA also are 
subject to the limitations of Regulation 
W of the Federal Reserve Board. 
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EXTRA FUEL OIL 


You can, in effect, give a 
customer an extra delivery of oil—at no cost 
to you. By doing so you may STRETCH 
his fuel allotment over an entire winter of 
comfort instead of chills. That builds good 
will—for future business. 

This seeming miracle can be accomplished 
by lining the firebox of the customer's boiler 
or furnace with B&W Insulating Firebrick. The 
light weight, low-heat-loss properties of B&W 
Insulating Firebrick permit the firebox to heat 
up quickly, to reach the required temperature 
for efficient combustion in a fraction of the 
time required with ordinary chambers. As a 
result enough oil is saved in a season to equal 
a typical delivery, thermostat 
demands are answered with | 
new promptness, the unit 
works more quietly and with- 
out soot and smell. 

Write today for further in- 


formation. 


THE BABCOCK & WILCOX CO. 
Refractories Division 
85 Liberty Street, New York 6, N. Y. 
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REDUCE HEATING COSTS one 
INCREASE your prorits 


















U. S. Patent No. 
2347843 
Other Patents 
Pending 


Underwriters’ 
Approved 





REPLACEMENT 
INSTALLATIONS 


1: Burns No. 5 heavy fuel oil, costing 30% to 50% 
less than light oils. 


2: No. 5 oil contains 5% to 10% MORE BTU's per gal- 
lon than light oils. You burn less gallons. 


3: No. 5 oil gives cheaper automatic heat than coal or 
gas in most localities. 


4: Your local Price & BTU differential between light 
oils and No. 5 assure you savings in advance—figure 
the savings yourself—it will amaze you! 


Two Post War Models Available Now 


MODEL JR: CAPACITY 1 TO 5 GALS./HR—'/ H.P. MOTOR 
MODEL D4: CAPACITY 3 TO 12 GALS./HR.—'/2 H.P. MOTOR 


Get full details about these fully automatic, all electric, self- 
lubricating, self-contained oil burners, for No. 5 Heavy Fuel Oil, 


with many new patented exclusive features. 


Many Good Territories Open... 


C. L. RAYFIELD CO. | 


2010-18 S. Halsted St., Chicago 8, III. 
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WPB Charts 


Industry Reconversion 


,, ee INDUSTRY ALREADY has 
made excellent progress toward reconver- 
sion, the War Production Board has an- 
nounced. Pointing out that reconversion 
cannot proceed faster than materials are 
released from war production, it has re- 
leased figures on present production (pre- 
sumably based on the second quarter this 
year) showing the total production by in- 
dustries, and the amount of military pro- 
duction in the total, against the minimum 
or breakeven rate of peace-time produc- 
tion and the “all-out” or capacity rate of 
the industry. The table shows the value of 
production for a calendar quarter. 

The figures would be confusing unless 
you realize how Government classifies an 
industry. An oilburner manufacturer, un- 
der Government designation, is one who, 
in 1939, had more than 50% of his total 
factory output in oilburners. Thus, it ex- 
cludes such firms as Delco, General Elec- 
tric and others whose oilburner business 


was a small fraction of their total factory 
output. Again, the wartime production 
figures shown should be recognized as the 
total output of those factories listed as 
oilburner plants, rather than the value 
of the oilburners they shipped. 
Requirements to meet both the break- 


even rate of peacetime production, and 
the capacity rate also are shown in tons 
of carbon steel, and the dollar value of 
new tools and equipment. It is revealed 
that $25,000 worth of new construction 
will be required to meet minimum pro- 
duction in oilburners, and construction to 
the value of $45,000 will be required be- 
fore maximum production can be reached, 
Carbon steel and new tools requirements 
are shown in the table below. 


Oilburners 

Stokers 

Gas & Oil Wtr. Htrs. 
Ind. Water Heaters 
Low Press. St. Blrs. 
Cast Iron Boilers 
Cast Iron Radiation 
W. A. Furnaces 


Oilburners 

Stokers 

Gas & Oil Wtr. Htrs. 
Ind. Water Heaters 
Low Press. St. Blrs. 
Cast Iron Boilers 

Cast Iron Radiation 
W. A. Furnaces 


WARTIME PRODUCTION PEACETIME PRODUCTION 


Breakeven Capacity 
Total Military Rate Rate 

$31,000,000 $30,000,000 $6,000,000 $12,000,000 
28,493,000 19,978,000 9,143,000 19,125,000 
228,000,000 171,500,000 9,200,000 21,453,000 
52,508,000 2,693,000 875,000 1,136,000 
7,543,000 5,365,000 3,120,000 5,673,000 
26,070,000 17,774,000 6,776,000 9,119,000 
3,682,000 2,078,000 5,209,000 5,846,000 
54,164,000 43,027,000 18,132,000 29,157,000 
CARBON STEEL—TONS NEW TOOLS & EQUIPMENT—DOLLARS 
Breakeven Capacity Breakeven Capacity 

Rate Rate Rate Rate 
1,000 1,600 400,000 1,270,000 
10,800 21,210 390,000 885,000 
21,500 52,850 178,000 381,000 
800 1,166 8,000 8,000 
11,379 19,291 313,000 555,000 
1,986 2,479 759,000 1,545,000 
|W Wi 1,399 197,000 249,000 

28,660 43,805 


787,000 1,983,000 









NOW ... Western manufactur- 
ing and distribution facilities for 
Balloffet Nozzles by 


DELAVAN ENGINEERING CO. _J 


3009 Sixth Ave. - Des Moines 14, lowa ea 


BALLOFFET DIES AND NOZZLE CO., INC. 
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Beet fening com and here s the 
CONTROL Macxeletlale MOli Es lanl). 


DRAFT CONTROL 
CAE DRAFT Governor 


TOPS In Efficiency 





Easy selling, profit making. 
Good Will Building— 
The 


Cole Draft Governor 


holds draft to the “ideal 
minimum?” for clean, effi- 
cient combustion. This 
season, you'll find a big- 
ger market than ever for 
this proven control. 


The Cole Draft Governor can be installed on any 
angle, even on elbow, without taking down pipe. 
Equipped with graphite oilless bearings, asbestos 
padded stops and non-chatter springs for pulsating 
fires. 


Models for every type and size of heat- 
ing and power plant, domestic and indus- 
trial. Write today for full information. 








September 
1945 
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MicrRoMoTORS 


OOKING FOR AC motors of a 25th horsepower 
L or less that you won’t have to worry 
about? 3 Do you want products that have 
gone through years of engineering? yx Are 
you after quiet operation, extra long life, sturdy 
construction and simplified modern design? 3x 
Must they be neat and compact and readily 
adaptable? + Well, you’re probably looking 
for power units just like the fine new Red- 
mond Type “TI” Micromotors. Drop us a 


line today and let us tell you all about them. 


K 


AC and DC MICROMOTORSeDYNAMOTO 
TPIT 


COMPANY, INC. 


OwoOSSO, MICHIGAN 


Composite view of 
Redmond facilities 










RSe SPEED CONTROLLERS e BLOWERS 
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the successful operation of Vaporizing Oil Burning Appliances 
has always occupied much of the engineering thinking at “A-P’’. 
As a result, manufacturers of this equipment have acquired the 
habit of coming to “A-P” with all their control problems. This 
has created an impressive list of ‘‘firsts’” in the industry that 
have constantly ohied the dealer greater profit opportunities. 


HAS BEEN Y225¢... 


™® to offer Custom-Calibrated Metering 

to provide Control with the Viscosity Selector 
to furnish Control with Electric Conversion 
Top for Automatic Temperature Regulating 


to develop the “Oil Lifter” to pump oil from 
remote storage to heater 


to develop successful automatic control for 
Vaporizing Oil Burning Hot Water Heater 


to equip with Automatic Temperature Control, 
adding EXTRA profit-making devices without 
Ap) need for troublesome changes or adjustments. 


S i A A De 


NOW OFFERS the new “MAGIC PILOT” in the 

“A-P” Constant Level Oil Control — maintaining 
a constant pilot feed indefinitely. 
Completely revolutionizing the automatic control of oil- 
burning water heaters, floor furnaces and furnaces, this new 
“A-P” MAGIC PILOT maintains a constant pilot flame in- 
definitely by automatically controlling the oil flow required 
by the low-burning pilot. The oil flow orifice prevents clog- 
ging and oil waxing. 
Again, “A-P” advanced thinking and engineering provide 
new applications of automatic heat control — bring new 
markets, greater profits to manufacturers and dealers of vapor- 
izing burning appliances. Write for bulletin describing the 
new, service-free ‘‘A-P’’ Oil Control with “MAGIC PILOT.” 


AUTOMATIC PRODUCS COMPANY 


2458 NORTH 32nd STREET © MILWAUKEE 10, WISCONSIN 


















Standard of Jersey Plans 
Greater Research Facilities 


PLANS FOR TWO MAJOR petroleum re- 
search centers, construction of which will 
be stdrted as quickly as steel and other 
materials are made available and to be 
completed late in 1946 or early 1947, 
were announced by Eugene Holman, 
president, Standard Oil Company (N. J.) 

The program will provide scientists of 
Standard Oil Development Company, 
central technical organization of the Jer- 
sey Standard group, with the most ex- 
tensive research facilities in the industry. 

The new centers will be at Linden, N. 
J., and at Baton Rouge, La., at both of 
which places Standard Oil Development 
Company already has large laboratories. 
The expansion program ultimately may 
involve the expenditure of $8,000,000. 
At the outset eight buildings containing 
a total of 350,000 square feet of space will 
be erected there in a landscaped area of 
60 acres near Park and Linden Avenues, 
and one building containing 35,000 
square feet will be put up at Baton 
Rouge. 

To help staff the new facilities, an in- 





crease of at least 20 per cent in the pres- 
ent research and technical group of 2,- 
100 will be necessary. 

Adding to Mr. Holman’s announce- 
ment, R. P. Russell, president of Stand- 
ard Oil Development Company, said the 
new laboratories would be used not only 
for developing improved products from 
oil and processes for producing them but 
in addition extensive work on extending 


sources of supply of oil products would be 
carried out. This latter work will include 
production of liquid hydrocarbons from 
natural gas, gasification of coal, oil from 
coal and production of oil from other car- 
bonaceous deposits such as oil shale. 

Basic studies will also be conducted on 
the application of catalytic processes to 
derive chemical raw materials from pe- 
troleum. 





ea STE ED! 









BY MANY GREAT 
INDUSTRIAL FIRMS 





GENERAL CONTROLS 


OIL HEATING PACKAGE SET 





Heavier fuel oil is causing dirty oil fires, smoky chimneys, 
carbon deposits—and poor operation. KLEEN-FLO is 
being used widely by America’s great industrial firms to 
help overcome these difficulties because it improves per- 
formance and increases oil burner efficiency. 
Special Announcement 

We have perfected a NEW DIAGNOSIS CHART for 
commercial and industrial users of fuel oil. Our combus- 
tion engineers analyze these y—— 
reports and make individual > a 
recommendation absolutely 
FREE. Write TODAY for a 
copy of this diagnosis chart 
and complete facts telling 
how we help solve oil burner 


problems. 
SL ° 


FUEL OIL CONDITIONER neuring tiene, 
COMBUSTION SHAME 
UTILITIES CORPORATION “teed 


1451 Broadway, New York 18, N. Y. 
Los Angeles Office: 
Suite 1119—742 South Hill Street 
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T-23 Package Set 


For thermostatic control of furnaces, 
circulating heaters, conversion burners, 
a, where #4 and lighter oils are 
used. 


ni it and economical T-23 Packaged Con- 
trols are easy and quick to install on new and old 
installations. 
Complete Set Includes 
Silent A.C. Type K-20-3 Oil Valve with by-pass ad- 
justment for minimum flow regulation or pilot; T-70 
Two-wire Metrotherm Thermostat; General T-O 
Transformer and 30 feet of wire. Everything neces- 
sary for immediate installation. 
Write for Catalog 52B. 


GENERAL 


801 ALLEN AVENUE 


CONTROLS 


GLENDALE 1, CALIF. 





FACTORY BRANCHES: PHILADELPHIA * ATLANTA * BOSTON * CHICAGO * DALLAS 
KANSAS CITY « NEW YORK * DENVER * DETROIT * CLEVELAND * PITTSBURGH 
HOUSTON ¢ SEATTLE ¢ SAN FRANCISCO ¢ DISTRIBUTORS IN PRINCIPAL CITIES 
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Combustion 
Check-up 


The FYRITE Combustion Test 
Set gives you everything you 
need to detect furnace condi- 
tions that waste fuel. The FYR- 
ITE CO, Indicator quickly 
shows whether the fuel re- 
ceives the proper amount of 
air. The Stack Thermometer 
test shows how well the fur- 
nace absorbs the heat of the 
fuel burned. The unique Fire 
Efficiency Finder correlates 
CO. and stack temperature 
— readings to show at a glance 


, a , loss due to heat carried away 
aa in the flue gases. The DRAFT- 














DRAFT GAUGE 






a STACK Ss. ine L 
Po RITE Gauge is indispens- 


able for properly adjusting 
the draft. 


These instruments are design- 
ed especially for the heating 
ae i. BE man’s service kit. They are 
FIRE EFFICIENCY easy to operate, sturdy, dura- 
FINDER ble, lastingly accurate. Use 
them now—to point the way 
to necessary repairs and ad- 
justments that secure efficient 
fuel utilization ...and to build 
an ever-widening reputation 
for reliable, expert service. 








HEATING SERVICE DIVISION 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


PITTSBURGH 8, PA. 


foe/oil 
¢ o// heat 


7000 BENNETT STREET + 
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Why Install a 
Draft Control? 


The diagram at left illus- 
trates what takes place 
in the average heating 
plant not equipped with 
a FIELD DRAFT CONTROL. 
When the chimney draft 
is greater than necessary 
for proper draft and 
combustion, heat is 
drawn up through the 
chimney and wasted. 
Fuel wastes run as high 
as 25%! 





At the right we picture 
for you the change ef- 
fected when a_ FIELD 
DRAFT CONTROL is _ in- 
stalled. The barometric 
pressure opens the gate, 
maintaining the proper 
draft to carry smoke up 
the chimney, but with- 
drawing excess draft 
through the opening cre- 
ated by pressure of the 
air upon the gate. 














CONTROL DIVISION 


of H. D. Conkey & Company —- Mendota, Illinois 
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Postwar is Here 
(Continued from page 43) 


ever you may be located. Bankers are in- 
terested in retail paper. Bank plans al- 
ready underway will provide a National 
Sales Finance Plan to finance consumer 
credit in 37 states during the postwar pe- 
riod. Even at the peak of installment sell- 
ing, no one national finance company had 
as many as 250 offices. Yet, when the 
present plan is fully developed, the banks 
' will be in a position to have at least a 
thousand offices or even more. 

Oilheating paper is attractive to the 
banker for sound, practical reasons which 
a banker appreciates. Desirability of any 
paper is in direct proportion to its rate of 
loss. 

Percentage of paper loss with automo- 
biles is 0.42%; with household appli- 
ances, 3.56%; with furniture, 1.46%. 
And the rate of loss with oilheating paper 
is only about 0.5%. That’s a good record. 
Ask your banker—he knows. 

I think we are all agreed that we won't 
reach our $900 million sales goal auto- 
matically. There is one more point to re- 
member — whether a manufacturer, a 


dealer, or a retail salesman. Decide what 
your personal, private share of this $900 
million business is to be. An industry goal 
is not enough. Set up the goal for which 
you are going to hold yourself responsi- 
ble. Plan for it. Work toward it. Make it! 

As we size up our role in the success 
of America’s postwar economy, there is 
one obvious conclusion: The industry can 
build oilburners in sufficient volume to 
match our best selling effort. With us, as 
with all industries, goods and consumers 
must come together. But goods and con- 
sumers will not come together rapidly 
enough to assure a prosperous Nation. 
Goods and consumers must be brought 
together. That’s selling! 

' The word “postwar” is used so much in 
planning discussions, that there is a re- 
grettable tendency to overlook markets at 
hand. In our case, conversions from other 
fuels and replacements will represent 
more than 77% of the market potential. 
That market is already here. 

With 77% of the oilheating market 
now open, it’s all-important that we have 
sufhicfent distribution to cover that mar- 
ket. Prolonged courtships between dealer 
and manufacturer are never too satisfac- 


tory. Because of wartime conditions, how. 
ever, some of these courtships have almost 
reached the scandalous stage. Let’s pick 
out our partners. The time for indecision 
is past. 

A dealer should have a yardstick by 
which to measure the dealer opportunity 
offered by a manufacturer. There are four 
important points against which I would 
check a manufacturer if I were a pros 
pective dealer: (1) The exclusive selling 
advantages offered by the equipment: (2) 
The help the manufacturer is fitted to 
give the dealer in organizing and training 
a specialty sales force—also the manufac: 
turer’s demonstrated ability to follow 
through with a constructive sales pro- 
gram; (3) The service and installation 
training and engineering help the manu: 
facturer is' equipped to furnish; and (4) 
The protection the manufacturer pro- 
vides for a franchise. 

While these four points explain them- 
selves pretty satisfactorily, I am going to 
amplify Point One—which is not Point 
One by accident. 

“The exclusive selling advantages of- 
fered by the equipment.” This point has 
become almost an obsession with me. Be- 









































109 NO. PEARL STREET 





waren hl is the reason for the great 
=~ demand, even under 
CR present conditions for 


KRUEGER SENTRY GAUGE COMPANY 
GREEN BAY, WISCONSIN 


AT-A- GLANCE 
GAUGES 


(A large new factory 
building’ is now un- 
der construction as 
present facilities will 
not meet post-war 
demands.) 


SOME POINTS OF 

SUPERIORITY: 

1. Can be easily in- 
stalled in par- 
tially filled tanks. 


2. Listed as Stand- 
ORATORIES. 
3. Made in sizes to 


fit any standard 


4. Easiest reading 
gauge on the 
market. 


5. Simple sturdy 
construction. 


“AT-A- GLANCE” 
Gauges can be pur- 
chased from jobbers 
throughout the 
United States on an 
AA-3 Priority. 


inl BOSTON 17, MASS. 
ais ic 1515 LOCUST STREET 
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PHILADELPHIA, PENNA. 


Plenty on the Fighting Front 


TODAY.. 


Plenty on the Home Front 
TOMORROW.. | " 


FUEL OIL 


GULF OIL CORP.—GULF REFINING CO. 
PARK SQUARE BLDG. 


17 BATTERY PLACE 
NEW YORK, N. Y. 


NICHOLAS BUILDING 
TOLEDO, OHIO 
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© COMPLETE LINE OF HOME EQUIPMENT 
® BROAD ADVERTISING PROGRAM 
© SELLING HELPS THAT SELL! 


* 


WAYNE 
WATER SOFTENERS 


Engineered for— 


© DEPENDABILITY — posi- 
tive softening action—easy 
to maintain. 


® HIGH EFFICIENCY — 
more soft water—less cost. 


e APPEARANCE — harmo- 
nizes with modern base- 
ments. 


You Make GREATER PROFITS in the Popular Price Range! 
WAYNE OIL BURNER COMPANY, Fort Wayne 4, Indiana 


Another New Unit Will be Featured Next Month—Watch for it. 














IMMEDIATE PROFITS! 


Write now for franchise details and prices, 
if you can qualify as a heavy-duty rotary- 
type oil burner distributor. 


Get Ja 
Business “4 
NOW! 






~PAH 60—Fully Automatic 


This complete Burner for No. 6 Oil. Fixed 


line of com- Fire Control. One of the 
mercial and numerous Bong - National 
els. 


industrial 

burners for #5 and #6 oil is widely known for its excel- 
lent design and top-notch field performance. 

We have parts on hand for immediate shipment. We 
expect to ship new oil burners shortly. 


Clark National Oil Burner Company 


500 Fifth Avenue «4 New York 18. N. Y. 
(Main 2-0422) 








AND ALSO CRIMPS bessthecg 
Rajah Terminals to ignition cable hiiiatiale 





without the use of solder or any other tools asia 











THE WAR IS WON 


Now we must reconvert. 


YOU can help, by ordering your Water 
Level Controls early. 


NEWARK CONTROLS 


BLOOMFIELD N. J. 
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Manufacturers of Rexoil 


Rexoil Burners are being 
shipped as fast as possible 
... but the backlog is grow- 
ing, so order soon, Remem- 
ber, you're RIGHT with 
REXOIL ... over 60,000 in 










Conversion Burners, Boiler 
Units, Furnace Units and 
Direct-Fired Conditioners 


REIF-REXOIL, Inc. 
35 Carroll St. Buffalo, N. Y. 








The Original. Still the Best. Hundreds 
of Thousands in Use. © Holds the draft con- 
stant in the fire box, © Scientific draft control 
for the smallest to the largest jobs, © Stove, 


domestic, and commercial sizes from 4” to 


Write for 24” in diameter. © Industrial sizes from 24” 
literature and ” ’ , 
trade price x 24 to 5 x 12 e 


PREFERRED UTILITIES Me. corp. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 
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5 in 1 SIM-TROL 


IF BETTER DRAFT CONTROLS ARE EVER 
MADE THEY WILL STILL BE MADE BY 


“SIMPLEX” 
“Type H’” Fuel Saver 


Made in all sizes from 4"" to 
24"' inclusive. 

The frames of type ‘'H'’ 
controls from 5°’ to 10°" in- 
clusive, are made of a new 
alloy, cast in our special 
molds, and the gates are 
made of galvanneal or black 
iron, cadmium plated. 

All balancing members are 
cadmium __ plated, making 
_ a rust proof con- 


with Simplex Adjustable 
Sleeve 


Type ~ i 





adjustable to breechings from 
8'' to 12°" inclusive, which 


Made for Oil and Gas Water 





Type "'A*’ Industrial Control 
made for any size plant. 


All Simplex Controls have 


covers the range of most do- 


Heaters, 
mestic heating plants. 


wece Y SIMPLEX Manufacturing Co. 


FOND DU LAC, WIS. 


Stoves and Space 
Heaters. 


outside balance members. 
With this system no soot or 
carbon can gather to throw 
the gate out of balance. 








cause our industry—as an industry—will 
rise or fall to the exact extent to which 
it lives up to this point. 

The real test of strength within our 
own ranks is our ability to nourish clean, 
hard competition among our engineers. 
To simply coast along on the theory that 
any kind of an oilburner is better than 
handfiring and then build just any kind 
of an oilburner won’t justify our existence 
as an industry. 

Automobile manufacturers didn’t scale 
their present engineering heights just to 
outdo Old Dobbin as a means of trans- 
portation. That simple objective was 
achieved when the first horseless carriage 
chugged its first few halting yards. Your 
real automotive engineering progress has 
comie as the result of automobile vs. auto- 
mobile. And the industry has gained. 
That's the type of competition we must 
have in the oilheating industry. 


We can’t expect American home own- 
ers to invest $900 million in oilheating 
equipment in five years simply because an 
oilburner is better than handfiring. Such 
a volume will produce critical buyers. 
That’s what we need—men and women 
who will know oilburner features and be 
able to evaluate their importance. Then 
and only then will the oilheating indus- 
try come into its own. Then—and only 
then—will the oilburner be recognized as 
something more—much more—than a 
substitute for a dollar and twenty-five 
cent coal shovel. That’s when your retail 
salesmen will develop muscles. 


Now, let’s not kid ourselves on one 
point. People are not going to dash pell 
mell to cash in war bonds to buy oilheat- 
ing equipment. They must be sold on the 
comfort, convenience, and cleanliness of 
automatic oilheating as a good-paying in- 
vestment. That investment must be made 


more important and just as sound, as the 
security these people feel in having ac’ 
cumulated war bonds and other savings. 

In other words, the sooner the oilheat- 
ing industry is prepared to place trained 
men, in the Nation’s homes, to tell and 
sell the advantages of automatic oilheat- 
ing, the better will be our chances to 
make that $900 million goal. 


Let’s face another point squarely. 
There is one fatal mistake that we can all 
easily make. The temptation will be with 
us every minute. To proceed on the false 
assumption that all of us.in the industry 
are the only competition for that $900 
million. We can’t afford such a form of 
complacency. In selling $900 million 
worth of oilheating equipment, the oil- 
heating industry—as an industry—must 
compete with every other industry that 
has a product or service to sell to the 
American home owner. 











Truck Pumps e 
Hose Couplings & Clamps 
Fill Boxes, Vent Caps ® Tanks (275 to 2,000) 





SEND FOR CATALOG OF 


Spicer Universal Joints 
® Smith Meters 


THE GASOLINE & OIL EQUIPMENT CO. 
| 224 Bassett St. Tel. 7-5767 New Haven 11, Conn. 





GILLEN 
WwW ¥ 
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FURNACES and WATER HEATERS 


J. L. GILLEN & Co. 


DOWAGIAC MICHIGAN 


September 
1945 
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MAKE A VAPOR SYSTEM OUT OF ANY STEAM ste 











GORTON Equalizing Valves for ( 


Radiators and Gorton Air Eliminators For Mains 











Gorton Valves will Vaporize and Equalize any steam job. All radiators will 
heat evenly and quickly on 8 ozs. vapor pressure. No pipe changes required. 


GORTON HEATING CORP., Cranford, New Jersey 





SEND FOR LITERATURE AND 
PRICES 


Since 1887 
Manufacturers of 
Heating Equipment 








Selling—like charity—begins at home. 
Let’s sell ourselves on oilheating. 

Oilheating is an interesting business. It 
centers in the home, it is a modern way 
to produce one of life’s necessities, it is a 
major contribution to American better 
living. 

Oil at war has been a thrilling, fascinat- 
ing story. Every American has become 
more and more conscious of the fact that 
oil powers the attack. 

On land, on sea, in the air, oil has done 
a job for America. This is a matter of rec- 


ord—an interesting, colorful record. 

If oil at war is such an intriguing story, 
why, then, must oil at peace be dull and 
stodgy and commonplace? The answer is 
that oil at peace—oil in the home—will 
remain dull and stodgy and commonplace 
only so long as we and other members of 
the oilheating industry permit it to re- 
main so. 

Automatic oilheating has done a job 
for America! Automatic oilheating is 
heading for an even bigger job—for 
American homes, for America’s peace- 


time economy and well-being. 

It goes without saying that reaching a 
goal of $900 million in the first five post- 
war years will take leadership of the high- 
est calibre. And I don’t confine this to 
front-office leadership. I mean any one to 
whom men will look for direction as they 
do their jobs in oilheating. Naturally, 
I'm thinking first of sales managers. But 
I would include service managers, crew 
managers, managers of fueloil fleets, office 
managers and field representatives, to 
name some that come to mind. 








Inquiries Invited. 


505 COURT STREET 


HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 


HAYWARD MFG. CO., INC. 
BROOKLYN 31, N. Y. 


Packaged Heat. 


at. 








Featuring a cut-away production model of the new gas or oil- 
fired 100% factory fabricated boiler-burner unit by Penn 
Line includes Winter Air Conditioners, Split 
System Units and Penngun Water Heaters. Stop in and see it 


WILLIAMS HEATING ENGINEERS 


101 PARK AVENUE 


NOW 
ON 
DISPLAY 


” NEW YORK CITY 

















HAGO 


A good nozzle. 
Consider Hag 


HAGO PRODUCTS 





NOZZLES 


o for 
your future production. 


592 Hawthorne Ave., Newark 8, N. J. 





OIL SOOT 


“EASY TO USE— 
ECONOMICAL TOO!” 


DISTRIBUTORS: Write for fine proposition. 


DESTROYER 


CUT OIL HEATING COSTS 


Simply spray E-Z and soot vanishes 
instantly. Customers always satisfied. 
One trial will convince you. 
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HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn, 
Enclosed find check ( ) money order ( ) 


No, | pkg...... $1.09 Name 
Address 


No, 5 pkg...... 4,50 City 


Send the following prepaid: 
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Write Detacts Paragon Oil Taille Cor _ Bridgewater St. at Newtown Creek, B’klyn 22, N. Y. 
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WINNER... 





Men are going to be quicker in detect- 


| ing deficiencies at the top. Millions of 


| fighting men are coming home with en- 


tirely new conceptions of leadership. 
Leadership qualities brought out in the 


| heat of battle are going to make some of 





our placid, pre-war variety seem hopeless- 
ly ineffectual. 

Trained leadership and trained men 
team up to win battles and wars. It will 
take the same combination to win sales 
battles in the days ahead. 

Men emerging from the armed forces 
will have a winning complex. They will 





KRAISSL 


FILTERS 
STRAINERS 


PUMPS 


Keep Fuel Oil Lines 
Open and Active 





Year-in, year-out perform- 
ance proves the skill of 
KRAISSL engineering design 
and the honesty of KRAISSL 
manufacture. 


Class 72 Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service — 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
movable filter basket 
insures quick clean- 
ing. 





Duplex 





Single 
Class 60 Heavy Oil Pumps © 


Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 
are required, 





Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


per KRAISSL COMPANY 
HACKENSACK, N. J. 





want action. Above and beyond all, they 
will expect—and rightly so—that sales 
leaders lead. They will want to be on the 
winning side. 

All these men will ask is the training 
and sales ammunition to give them at 
least a 50-50 chance against known com- 
petition. Of course, if we do our jobs a 
little more thoroughly, intelligently, and 
aggressively to make that chance 60-40— 
in favor of our own salesmen—they will 
begin to respect our leadership. They will 
give us credit for the know-how that sales 
leadership will demand. 

Another important point! Don’t try to 
keep the facts of life from this new crop 
of salesmen. A man who has gambled his 
life on the construction and performance 
of a weapon, or piece of equipment, 
won't take long to learn whether or not 
your Prickly Heat oilburner is quite the 
mechanical job you tell him it is. Mere 
gadgets—no matter how fancily named— 
won't rate so much as a nod unless you 
can justify their importance from a func- 
tional standpoint. 

Men are going to glory in their new 
freedom from restraint. They are going to 
do the things they want to do. They will 
welcome the job that actually places a 
premium on initiative, on freedom of ac- 
tion. And what other job does this so 
completely or fully as selling? Yet men 
planning tomorrow’s careers don’t look 
at selling in this light. They rate selling 
way down the list of desirable careers. 

Men have been exposed to esprit de 
corps. Organizations whose methods 
plunge entire industries into cat and dog 
fights will find scant favor with the re- 
cruits in the ranks of tomorrow’s sales- 
men. Be prepared for men who will want 
to be proud of the product they sell, 
proud of the organization behind them, 
proud of the principles and policies of 
that organization, proud of the industry 
of which their organization is a part. 

© 

Russell A. Baker is new branch man- 
ager at Syracuse for Minneapolis-Honey- 
well, succeeding Joseph W. Stevens, who 
joins Cyclotherm Div., Ames Iron Works, 
Oswego. 


L. D. Summers is the new combustion 
engineer for Bethlehem Foundry & Ma- 
chine Co., Bethlehem, Pa., and will have 
charge of all design and development of 
Bethlehem oilfired equipment. 


September 
1945 
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bratlable in Six Sizer 
—WRITE OR WIRE TODAY FOR 
COMPLETE INFORMATION 


Told Gide} ite) 7:yale),. 






Easy, accurate tank 
content readings at 
no increase in cost. 
Write for folder or 
distributor agree- 
ments. Patented 









EAST HAVEN, CONNECTICUT MADISON WISCONSIN 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


| Insertions are payable in advance. The rate is 75 cents per] 
line, with a minimum charge of $4.50 for six lines or less. § 


PaG—<u, pense 


Save Fuel—Save Money. Barclay has complete stock fuel-saving 
devices—furnace regulator sets, temperature controls, draft regu- 
lators, insulating materials, filters, oil burner pumps. Write for 
our catalog of all installation accessories and replacement parts for 
oil burners and stokers. Robert Barclay, Inc., 130 N. Peoria St., 
Chicago, IIl. 


OIL BURNER SERVICE MAN OR ENGINEER—Thoroughly 
familiar with horizontal rotary burners. Permanent position with 
large manufacturer. No local service. No night, Sunday or holiday 
work. To locate in or near Philadelphia. Some traveling in Middle 
Atlantic and New England Territory. Good salary. Vacation with 
pay. Address Box No. 517, c/o FuELom & Oi Heat, 232 Madison 
Avenue, New York 16, N. Y. 


SALESMAN OIL HEATING EQUIPMENT. An established fuel 
oil company in northern New Jersey requires an experienced clean 
cut man, under 40, to organize an Oil Burner Sales Department and 
develop into a retail sales manager. Furnish complete details. Replies 
will be held strictly confidential. Write Box No. 518, c/o FUELOIL & 
Oi Heat, 232 Madison Ave., New York 16, N. Y. 


OIL BURNER MANUFACTURER wants wholesalesman for good 
line for Philadelphia area. Write Box No. 519, c/o FUELOIL & OIL 
Heat, 232 Madison Ave., New York 16, N. Y. 


WILL BUY FUEL OIL BUSINESS. Prefer Brooklyn and Queens 
deliveries with substantial gallonage. Box No. 520, c/o FUELOIL & 
Oi Heat, 232 Madison Ave., New York 16, N. Y. 

Head of oilburning equipment sales and service department of old, 
well-established retail and wholesale coal and fueloil company located 
in Brooklyn. Man sought must have organizational, sales and execu- 
tive abilities. Address Box $21, c/o FuELom & Om Heat, 232 Madi- 
son Ave., New York 16, N. Y. 








FUEL OIL PRICE CHART complete with celluloid holder. Made 
for use by drivers or office personnel. Stop figuring over and over 
again. When ordering advise us retail fuel oil price in your town. 
Chart shows from 1 to 999 gallons and the amount in dollars and 
cents you should charge your customer. Price $1.00. Degree Day 
Systems, 5104—39th Ave., Woodside, N. Y. 


MECHANICAL DRAFTSMAN. Experience in industrial oil and 
gas piping desirable, but not required. General boiler room and 
knowledge of heating and power plants essential. Good salary, per- 
manent, post-war opportunity. Mid-West Heat Service, 3336 W. 
Franklin Blvd., Chicago, Ill. Van Buren 3900. 


METROP. NEW YORK OIL BURNER PARTS SUPPLY JOB- 
BER has unusual opportunity for a man with sales and engineering 
background. Answer Box 516, c/o FUELoIL & Oi Heat, 232 Madi- 
son Ave., New York 16, N. Y. 


SALESMAN WANTED—Exceptional opportunity for salesman 


with experience in contacting oil burner manufacturers. Permanent 
position with progressive, old-established mid-west manufacturer. 
Salary commensurate with ability. State full details of experience and 
qualifications in first letter. Address Box 522, c/o FUELOIL & OIL 


Heat, 232 Madison Ave., New York 16, N. Y. 


MANUFACTURERS ATTENTION: We are interested in pur- 
chasing for immediate delivery, oil burners and winter air-condition- 
ing units. Paramount Petroleum Service, Inc., 241 Eighth Street, 
Niagara Falls, New York. 


SPECIAL — SPECIAL — SPECIAL 


Oil Burners complete with 3 Minneapolis Honeywell controls $92.50 
ea.; Damper Control Sets, complete with motor, pulley chains and 
thermostat $12.00 ea.; Damper Control Package complete with Da- 
Nite thermostat $20.68 ea.; Complete oil fired automatic water heat- 
er burner units, capacity 180 gallons an hour $229.50 ea.; Model 
107 Lau Blowers, Upper Discharge, less motor $12.00 ea.; Minne- 
apolis-Honeywell RA117-A Relays $16.50 ea.; Minneapolis-Honey- 
well Limit Controls $4.50 ea.; Minneapolis-Honeywell Low and High 
Voltage thermostats $6.00 ea.; Electric Vacuum Cleaners, 1 horse- 
power complete with 11 attachments $89.50 ea.; Webster & Sund- 
strand single stage oil pumps $12.50 ea. We carry a complete line 
of Minneapolis‘-Honeywell, Mercoid, Penn and Perfex controls. Oil 
burners from 1 to 165 gallons per hour, available for immediate de- 
livery, range from 2 to No. 6 oil. HASKO UTILITIES COM- 
PANY, 119-121 E. 27th Street, New York City 16, N. Y. 


WHOLESALE OIL BURNER SALESMAN desired by Phila- 
delphia Branch of oil and burner company, national in scope. Prefer 
man with retail oil burner sales experience, who has also had some 
experience in contacting oil heating trade. Compensation, salary and 
car allowance. Phone or write Mr. Haab, Petroleum Heat & Power 
Co., 810 N. Broad Street, Phila. Poplar 0600 for an interview. 


OIL BURNER SERVICEMAN with heavy oil experience, New 
York City. Permanent. Opportunity with established firm. Apply 
H. Lieblich & Co., 36 West 66th Street, New York City. 


YOUNG MAN with mechanical ability wants opportunity to start 
in oilburner, heating and ventilating or air conditioning work. Now 
studying air conditioning, refrigeration and oilburning at night, 
wants daytime employment in fields. Has sales and service experi- 
ence in above. Prefer New York Metropolitan area. Salary open. 
Address Box 495, c/o FuELoit & Ort HEAT, 232 Madison Avenue, 
New York 16, N. Y. 


WANTED—SALES REPRESENTATIVE—A well-known manu’ 
facturer of vaporizing type oil burners and controls has opening for 
man with broad experience in selling this equipment. This man 
must be aggressive and have a keen sense of marketing and mer 
chandising. Must have administrative ability for this position can 
develop to that of sales manager and the building of a strong sales 
force for selling through dealers and distributors. Write fully giv- 
ing age, past experience and income desired. Strictly confidential. 
Address Box 523, c/o FugeLom & Om Heat, 232 Madison Ave.. 
New York 16, N. Y. 


. 





IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY'S EXACTING NEEDS 


<DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 
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